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Twenty-Fifth Year; No. 2 


MOORE TO SURVEY 
SOUTH AMERICA FOR 
U. S. COMPANIES 


Sails on Trip Which Will Start With 
West Coast Visit; Then to 
Buenos Aires 











KEEN ARGENTINE COMPETITION 





Reported That American Companies 
Have Obtained Control of El Con- 
dor of Valparaiso, Chile 





Howard P. Moore, manager of the 
American Foreign Insurance Associa- 
tion, sailed for South America yester- 
day. He goes through the Carnal to 
the west coast, having embarked on 
the “Santa Eliza” on Thursday. 

John Ferguson, manager of the mar- 
ine department of the American [or- 
eign Insurance Association, left for the 
Pacific coast and later will sail from 
Vancouver for Japan. While abroad 
he will visit China, the Philippines, 
Australia and New Zealand. 

U. S. Companies Have Good Agency 
Plant in South America 

The American companies now have 
a good agency plant in South America 
which is constantly being extended, 
and Mr. Moore’s survey of the situation 


in the southern hemisphere of the Am- 


ericas will be keenly followed by the 
American companies. South America 
is the only considerahMe part of the 
globe which he has not heretofore vis- 
ited. Soon after tne American Foreizn 
Insurance Association started and be- 
fore the agencies were appointed, he 
made a fourteen months’ trip around 
the world, coming back by way of the 
Mediterranean. 

Mr. Moore’s first stop will be in Lima 
from where he will proceed to Valpar 
aiso and if time permits, La Paz will 
also en visited. The west coast man- 
ager, A. E. Beausire, will join Mr. Moore 
at Lima and conduct him through the 
west coast countries. At Valparai'so 
Mr. Moore will cross the Andes to 
Buenos Aires. 

Argentine Situation 

There is a rather interesting siltua- 
tion in the Argentine due to the intense 
competition between the foreign and 
the native companies. The interests 
of the American Foreign Insurance As- 
sociation there are large as the Amer- 
ican companies have four’ general 
agents there. The crux of the present. 
situation is that the 7% tax on foreign 
Premiums is now being borne by the 
foreign companies while formerly it 
was charged ‘to the assured. AS a 
counter move the native companies are 
absorbing the 1 4-10% tax on premi- 
ums, and paying the stamp taxes as 
well 

At Buenos Aires Mr. Moore wil!l he 
met by Manager P. C. Cothrane, of the 
Rio de Janeiro branch office, who will 
accompany Mr. Moore to Brazil. Ha ex- 
pects to leave Rio in time to be back 
in New York about April 1. 


(Continued on page 24) 
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PHCENIX 
Assurance Company, Ltd., 
of London 
100 William St., New York 


A corporation which has stood the test of time! 140 years of 
successful business operation. World wide interests. Absolute 
security. Excellent service and facilities. 


Fire, Automobile, Rents, Rental Values, Use & Occupancy, Tor- 
nado, Sprinkler Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, Bur- 
glary and Theft, Accident & Health, Golfers, Plate Glass. 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 





INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 
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ARM IN ARM 


In the remarkable advance of The Lincoln National Life 
Insurance Company the sales force and the Home Office 
organization are going forward arm in arm. 





tion. He i is given a contract direct with the Company. Every Home Office 


co-operator bends all his talents and energies to backing that salesman 


up with the most efficient service. 
Because of its arm in arm co-operation, it pays to 
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The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 
Now More Than $290,000,000 in Force 


Whenever a man proves that his service ideals are up 
to the high Lincoln National Life standards, he is taken 
into full fellowship by the Lincoln National Life organiza- 
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BRIEF FILED ON 


LUSITANIA CLAIMS 
BEFORE COMMISSION 


Argument Will Be Heard as Soon as 
Germans Present Answer to 
Charges Made 





COMPANIES SEEK DAMAGES 





Ask Payment for Loss Due to Prema- 
ture Payment of Proceeds; How 
Loss is Figured 





There will soon be heard before the 
Mixed Claims Commission at Washing- 
ton argument on the claims growing 
out of the payment of life insurance 
proceeds as a result of the sinking of 
the “Lusitania,” as the American com- 
panies have filed their brief in the case. 
The present status of the matter is that 
counsel for the Germans is expected 
to file an answer to the brief any day 
now and on receipt of this the commis- 


sion will set a date for argument. 

There are eight or ten companies 
with claims filed with the commission, 
among them being the Aetna Life, 
Phoenix Mutual Life, Provident Mutual, 
New York Life, Mutual Life, Equitable 
Society, Travelers and Manhattan. 
The companies paid the insurance un- 
der their policies and filed claim with 
the United States Government for dam- 
ages for loss resulting from having to 
pay out these proceeds. Under an 
agreement the Mixed Claims Commis- 
sion was organized in 1922. It is com- 
posed of one American commissioner, 
Chandler P. Anderson; a German com- 
missioner, Wilhelm Kiesselbach, and an 
umpire, Edwin B. Parker, who was ap- 
pointed by the President of the United 
States, the umpire being, at the request 
of the German Government, an Amer- 
ican. There is also an American and 
a German agent for the respective gov- 
ernments in this matter, each being 
represented by counsel. The American 
agent is Robert W. Bonynge and coun- 
sel for the American agent is Marshall 
Morgan of Washington. 


How Loss is Figured 

The amount involved in the claims is 
not known definitely but it will reach a 
large figure as it includes life, accident 
and health insurance, involving also 
the double indemnity provision. 

Special interest attaches to the 
method of figuring the amount of the 
claimg due the companies. One of the 
many cases is that of the Provident 
Mutual Life for loss by the death of 
William S. Hodges, a passenger on the 
“Lusitania,” who was insured in the 
company under two policies for $5,018. 
The policies were on the level pre- 
mium plan with premiums payable an- 
nually. Of the amount paid under the 
policies $986 constituted the reserve. 
The balance, $4,032, was necessarily 
withdrawn from other funds of the com- 
pany and constituted the loss or dam- 
age sustained for which claim is made. 

One of the policies contained a war 
clause and the other did not. The 
brief in the case which was written by 
Andrew J. Davis, vice-president and 
general solicitor of the Provident Mu- 
tual Life and Frederic G. Dunham, at- 
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torney for the Association of Life In- 
surance Presidents, sets forth that the 
hazards of war were not contemplated 
in the computation of the premium, 
that at the time the second policy was 
written most companies had dropped 
the war exemption clause from their 
forms because of the general confidence 
that they would never be needed, and 
that they were restored at once at the 
outbreak of the world war. 

The maturity of the Hodges policies 
by untimely death cut off all future pre- 
miums which would otherwise have 
been receivable during the remainder 
of the natural term of the policy. The 
aggregate of these several premiums 
with interest for the balance of the 
term forms one element of the total 
loss of the company, or the present 
value of the future net premiums. If 
the company had been able to invest 
the sums paid under the policies inter- 
est would have been earned for the bal- 
ance of the natural term of the policy 
and the company would also have had 
in hand the principal sum wherewith 
to pay the insurance at its expected 
maturity. 

Claim Liability Admitted 

The steps in arriving at the amount 
of loss were ingeniously set up in the 
brief as equations using the definition 
of policy values in Spurgeon’s “Life 
Contingencies.” This produced the 
equation: The loss equals present 
value of future net premiums plus the 
sum insured minus the present value of 
future net premiums minus the reserve. 


Cancelling left the result: The loss 
equals the sum insured minus the re- 
serve. The policies were for $3,000 


and $2,000, which with reversionary ad- 
ditions made the total sum insured of 
$5,018. Less the reserve of $986 gave 
the loss as $4,032. 

The brief concludes: 

“The loss to the company is thus 
clearly the difference between the sum 
payable under the policies and the 
amount of reserve held. Only by pay- 
ment of this sum can the company be 
restored to the same pecuniary position 
as though its insured, W. S. Hodges, 
had not been killed by the unlawful 
sinking of the steamship “Lusitania” 
for the consequences of which whether 
direct or indirect the German Govern- 
ment is responsible.” 

The brief cites the note of the Ger- 
man ambassador to the Secretary of 
State, saying that Germany’s submarine 
warfare was in retaliation of the block- 
ade by England. This is called a cate- 
gorical admission and assumption of 
liability. The claim is held to be se- 
cured by the property of German na- 
tionals held by the United States. 





LOWELL AGENCY CELEBRATES 





Superintendent Spillane’s John Hancock 
Staff Holds Annual Banquet 
For Leaders 





The Lowell (Mass.) agency of the 
John Hancock Mutual Life under Sup- 
erintendent George H. Spillane held its 
annual banquet last month at which the 
rest of the agency acted as host to the 
winning team in the agency contest. 
Frank J. Hubin was toastmaster and 
William Good, captain of the winning 
team, and his associates were guests. 
Superintendent Spillane, Assistant Sup- 
erintendent John Riley and others were 
special guests, among them Henry F. 
Sullivan, the English Channel hero. 


“Some of Lowell’s best musical talent 


provided entertainment features. 
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BY READING 
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Reichert Office Now 
Deals With 100 Agents 


SHOWS RAPID GROWTH OF LATE 





Paid for $4,162,500 Last Year; Senator 
Katlin a Producer; Hancel Build- 
ing Organization 

Thé general agency of Louis Reich- 
ert & Co., 45 John Street, New York, 
representing the Travelers, has in its 
selling force some 





unusually well- 
known residents of New York. For the 
year ending December 31, 1923, the of- 
fice paid for $4,162,500, the premiums 
totalling $168,755. Taking into consid- 
eration that the life insurance depart- 
ment of the office came into existence 
only in 1904, when Mr. Reichert be- 
came general agent for the company, 
and that the production of the office 
was only personal work of the general 
agent until the latter part of April, 1923, 
at which time M. J. Huancel associated 
himself with Mr. Reichert to build up 
an agency organization, the results of 
the past year represent no mean 
achievement. There are now more 
than one hundred agents producing 
business in the Reichert oflice and ad- 
ditions to the staff are being made. 

Mr. Reichert started with Poggen- 
berg & Co., agents writing general 
lines in New York, as an cflice boy. 
Upon the death of Mr. Poggenberg he 
became a member of the firm. Some- 
time later he formed Louis Reichert 
& Co. 

Mr. Hancel has been in the life in- 
surance business for twenty-three 
years, having been with the Metropoli- 
tan Life for 17 years, one year with 
the Columbian National J.ife. and five 
years with the Travelers in the Joseph 
D. Bookstaver general agency as 
agency supervisor, and since April 15, 














PROSPECTS 





We are giving them to our salesmen at the rate of 
40,000 PER YEAR 





Established 
1875 





We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 








1923 he has been with the Reichert of- 
fice. 

Some of the men connected with the 
Reichert office are Sidney McCall, son 
of the late pres'dent of the New York 
Life and a Yale graduate; Jerome Sieg- 
el, formerly of Greenhut Company; Sen- 
ator A. I. Katlin; S. M. Hard, a suc- 
cessful producer of big business who 
has been distributing his business to 
several companies, and Abe _ Haas, 
formerly manager of an East Side 
branch of the Corn Exchange Bank. 
Mr. Haas has written not less than 
one application a day since joining the 
Reichert staff on November 16, 1923. 
Mr. Hancel attributes the striking suc- 
cess of the Reichert office to cold can- 
vass work. 

A group case closed by the Reichert 
office covering the George Borgfeldt 
Co., importers, and which went into 
effect on December 25, 1923, the policies 
of which have not as yet been issued, 
produced its first claim on January os 
1924, at 9 o'clock in the morning. At 
9:30 o’clock Mr. Reichert was on his 
way to the Borgfeldt office with the 
Travelers check for the claim. 











Increased 


been increased to 4.87%. 


address: 


T. LOUIS HANSEN, 
Vice-President 





The Guardian 


Home Office: - - - 





Cur 1924 dividend scale represents the greatest 
dividend increase in the history of the Company. 


At the same time the rate of interest allowable on 
sums held by the Company for the credit of policy- 
holders under Dividend and Policy settlements has 


Guardian Agents have the benefit of an unusually 
helpful program of Home Office cooperation and 
service. From furnishing leads on desirable pros- 
pects to free health examinations for policyholders— 
nothing is overlooked to give both Agents and 
Policyholders the utmost in genuine service. 


There are opportunities in our field force for men 
who can measure up to them. 


Company of America 


Established 1860 under the Laws of the State of New York 


Dividends 


For information, 
or GEO. L. HUNT, 


Supt. of Agencies 


Life Insurance 


50 Union Square, New York 
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KEEN AGENCY CONTEST 


National Life of Vermont Forces At 
Buffalo Roll Up Good Score 
In Competition 





An interesting contest is being held 
between two agents teams of the Na- 
tional Life of Vermont’s Buffalo Office. 
To date the “Wild Cats” have a lead 
of 28,987 points over their feline op- 
ponents, the score being: “Wild Cats,” 
92,907; “Panthers,” 63,929. In Novem- 
ber the “Wild Cats” held true to form, 
scoring 20,464 points against 12,149 
scored by the “Panthers.” : 

In this interesting contest which 
commenced on June 1, and lasts for 
seven months, each $100 premium in- 
come counts 200 points; each $1,000 
paid-for insurance counts 30 points; 
each life counts 60; each advanced Day- 
ment, 60; each semi-annual payment 
(first payment), 30; each annual pre- 
mium, 100 points. 

The five leading producers of the But- 
falo agency of the National Life for 
November were: C. H. Smith, 4,368 
points; L. N. Thomas, 3,341; C. A. Nor- 
ton, 2,970; G. Swachamer, 2,767; J. A. 
Lewis, 2,020. 





LEADS TRAVELERS AGENCIES 





Agency Makes Goal of $20,000,000; Paid 
For $4,000,000 in December; Cele- 
brate At Luncheon 





The Jos. D. Bookstaver Agency of 
the Travelers in New York again leads 
all the agencies of that company with 
$20,000,000 paid for business for last 
year. The exact figures are not yet 
available but President Butler sent a 
letter congratulating the agency which 
was read at a luncheon at the Hotel 
Commodore last Friday given to the 
agency force by Mr. Bookstaver. The 
occasion was one of congratulation and 
celebration, Mr. Bookstaver making the 
only speech in which he gave those 
present a “send off” of optimism for 
the $25,000,000 goal for 1924. At the 
guest table sat the presidents and ex 
presidents of the agency clubs. 

Mr. Bookstaver said that the agency 
produced 3% of the entire business of 
the Travelers for the year. Twenty-five 
agents produced 43% of the business of 
the agency, nine of these being grad- 
uates of the New York University life 
insurance course. The agency wrote 
$4,000,000 during December about half 
of it being crowded through in the last 
two days. A number of the agents 
have not been in the business one year. 

A large number of the agents present 
signed up their intention to make the 
production to qualify for the Travelers 
convention at Quebee in September re- 
quiring $4,000 premiums on forty appli- 
cations and for the Los Angeles Na- 
tional Association convention with 
$8,000 premiums on eighty applications. 





' 
Clinton Davidson, Buffalo representa- 
tive of the Connecticut’ Mutual, is one 
of the candidates for the office of di 
recior of the Buffalo Chamber of Com- 
merce. . The election will take place 
January 9. 


test. 
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Honor C. B. Knight 
On 10th Anniversary 


OFFICERS AT SALES CONGRESS 





Plan for $45,000,000 This Year; Beauti- 
ful Desk Among Gifts; Hold Ban- 
quet at Astor 





The tenth anniversary of Charles B. 
Knight’s connection with the Union 
Central Life as manager of the metro- 
politan agency which this year led all 
the general agencies of New York with 
$35,000,000 paid business, was cele- 
brated by a sales congress all day 
Monday ending with a banquet in the 
evening at the Hotel Astor. About 250 
attended the sales congress in the as- 
sembly room of the Merchants Associa- 
tion in the Woolworth Building. 


Mr. Knight made the prediction that 
the agency would pay for $45,000,000 
this year. From the home office of the 
Union Central came President John D. 
Sage, Vice-President George L. Wil- 
liams, Medical Director William Muhl- 
berg, Superintendent of Agents Charles 
Hommeyer, Assistant Secretary W. 
Howard Cox and Assistant Superintend- 
ent of Agents Jerome Clark. F. W. 
Tasney, vice-president of The Pruden- 
tial, was one of the speakers and 
brought congratulations from that com- 
pany with which Mr. Knight was long 
connected as manager at Pittsburgh 
and at Philadelphia. Others present 
were John L. Shuff, former postmaster 
of Cincinnati, who has been connected 
with the Union Central for twenty- 
seven years and is now manager of the 
home office agency; C. A. Foehl, presi- 
dent of the Life Underwriters Associa- 
tion of New York and former associate 
of Mr. Knight’s at Pittsburgh and a 
large number of life underwriters who 
came to congratulate Mr. Knight. 


Hear Brisk Selling Talks 

Mr. Knight, who presided, rose and 
said by way of opening, “This is our 
regular Monday morning meeting.” 
But the speakers and agents decided 
otherwise and deluged the popular man- 
ager with congratulations and praise. 

During President Sage’s talk he 
paused to have brought in an enormous 
basket of American Beauty roses, a 
gift from the company, and others who 
indulged in eulogies of Mr. Knight were 
Mr. Tasney, Mr. Shuff, and the officers 
of the company. 

Mr. Tasney said that it is estimated 
that there is seventy-six billion life in- 
surance in force in the world, sixty-four 
billion of which is in the United States 
or 84% of the total, 

_Vice-President Williams discussed 
Union Central policies chiefly, but 
speaking of policy conditions in general 
said that only a few years ago policies 
were largely a statement of restric- 
tions, but the tendency in recent years 
has béen all away from restrictions 
toward service to the policyholder and 
today the only restriction practically 
is the suicide clause. The Union Cen- 
tral has 140 different policy forms. 

Superintendent of Agencies Hom- 
meyer said that in 1922 there were only 
thirty-one companies that settled for 
more business than the Knight agency 
had produced this year and said that 
the agency now had $135,000,000 in 
force, He said the chief sales resist- 
ance in 1924 was going to be in definite- 
ly fitting life insurance to actual needs 
of the public. -He called 1924 “a: fact- 
finding year.” 

James E. Bragg led off the afternoon 
Session with a brisk talk on clear 
thinking. He said that any insurance 
situation was subject to analysis and 
could be met with the proper kind of 


Preparation. He urged agents to pre- 
me themselves to meet the different 


a of resistance found in each step 
pt the sale, starting at the outer office 
the prospect and carrying through 


(Continued on page 5) 








For the Healthy 





An annual health “check-up” as a means of 
prevention 


For the Sick and Ailing 





A service co-operative with physicians. Avail- 
able whenever needed. 
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Prudential Ordinary Policyholders are now 
provided with an advanced and _ scientific 
conservation service which furnishes labo- 
ratory tests and authoritative scientific in- 


formation adapted to every need. 


For full particulars address 


Longevity Service 


The Prudential 
Insurance Company of America 
Edward D. Duffield, President 
Home Office, Newark, N. J. 











Sees Significance 
In Leadership Here 


J. D. SAGE ON CONSERVATISM 





Insurance Business Revolutionized By 
Triumph of Conservatism, Says 
Union Central President 





The achievement of the Charles B. 
Knight agency of the Union Central 
Life in leading all the general agencies 
in New York was called a significant 
development in the business by Presi- 
dent John D. Sage in addressing the 
agency convention. Before the Arm- 
strong investigation of 1905 people in 
the East bought their life insurance 
largely according to the size of ths 
company, he said. This marked the 
turn in sentiment toward the conserva- 
tive idea in life insurance and the Un- 
ion Central and other conservative 
companies and their agents deserve 
much of the credit for this. It may or 
may not be true, he said, but it has been 
stated that the New York law relative 
to expense limitation was drafted with 
the Union Central as a model, the idea 
being to bring all companies to the 
approximate level of expenses which 
had prevailed in the Union Central for 
some time. In any event it had been 
the policy of the Union, Central to pay 
moderate commissiong and it succeed- 
ed in acquiring and retaining high class 
agents. Notwithstanding the competi- 
tion, the Union Central had succeeded 
in maintaining its standard of low ac- 
quisition expense. As an indication of 
the change made by some companies as 
compared with the practice twenty 
years ago, it is interesting to see that 
the expense rate of one company in 
1904 was 1.11, and in 1922, 0.84. In an- 
other company the expense rate drop- 
ped from 1.06 to 0.82 in 1922. The ex- 
pense limitation law of New York is 


a good one and should never be re- 
pealed. 


Conservatism In All Departments 


Another indication of the growth of 
the conservative idea is shown in the 
change of policy relative to invest- 
ments. Many companies in those days 
owned office buildings in several cities. 
These were sold. In 1904 the percent- 
age of real estate owned to admitted 
assets was 7.23. In 1922 it fell to 2.25. 
By prohibiting stocks as investments, 
the companies were more completely 
divorced from connection with the stock 
market. The percentage of stocks held 
to admitted assets in 1904 was 6.90, 
and in 1922 0.62. An indication of the 
changed sentiment,and the turning tow- 
ard more conservative investments is 
shown in the percentage of mortgages 
on real estate. In 1904 it was 26.86 and 
in 1922 was 35.90. 

A significant indication of the change 
in sentiment is shown bv a record of 
the interest earnings in 1904 and 1922. 
One large company in 1904 had a gross 
interest rate of 4.47; in 1922 it had risen 
to 4.97. Another large company in- 
creased its rate from 4.54 to 4.92: an- 
other one from 4.29 to 5.03, and still an- 
other from 4.61 to 5.34. The Union 
Central, however, had no occasion to 
better its rate, in 1904 it being 6.50 and 
in 1922, 6.46. 

Another indication in the change of 
sentiment, or change in the insurance 
idea. said President Sage, is shown bv 
the improvement in net cost to the pol- 
ievholder. In 1904. one life insurance 
company on an ordinary life policy at 
age 35. issued in 1902, showed a net cost 
of 26.21 per thousand. In 1922 a sim- 
ilar policy issued two years previouslv 
showed a net cost of $24.16, and in 1924 
a net cost of $23.43. A second large 
company showed a decrease in net cost 
as follaws: 1904—$25.50; 1922—$23.14; 
1924—$21.38. 

A third large company as follows: 
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The Agent Must Be a Trained Expert 


Third Paper 


The Equitable Life Assurance Society of the United States 
has always claimed that the life insurance agent must have a 
technical education, to insure his success in the difficult’ but 
interesting task of persuading those about him to protect their 
families and safeguard their business interests. Consequently, it 
does everything in its power to fit its agents for this work. 
Its agency managers are charged with the responsibility of train- 
ing the soliciting agents over whom they have supervision. 
To aid these managers in this work The Equitable issues text- 
books and other valuable helps. 


Every new agent is given the privilege of taking a comprehensive 
1 
Correspondence Course. 


Two skilled teachers conduct schools of instruction. One 
throughout the United States at central points. The other at 
the Equitable’s home office. 

Inexperienced solicitors are guided and assisted by experienced 
insurance salesmen. 

A little newspaper, giving valuable advice and good selling points, 
is issued from week to week. 


Ilustrated booklets, leaflets, and other canvassing documents are 
furnished to aid agents in interesting their clients in life 
Insurance. 

Klectrotypes of striking illustrated advertising forms are given 
to those agents who wish to use them in their local papers. 

Thus Equitable agents secure without charge training and 
experience, with the result that the Society is able to interest 
men whose experience in other lines of business has given them 
efficiency. Such men succeed better with the Equitable than 
those who are already familiar with the insurance business, be- 
cause they have nothing to unlearn, and can profit by the in- 
struction and assistance which the Society gives to those who, 
although unfamiliar with insurance salesmanship, are in earnest, 
and wish to enter a field in which they can build up a liberal 
income and at the same time render services of the greatest 
value to the public. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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1904—$24.75; 
73. 

“What were other results of the 
change of the insurance sentiment upon 
the New York companies?” said Presi- 
dent Sage. “After the investigation of 
1905, there was a decided slump in new 
business written by the New York com- 
panies. It took one prominent company 
fourteen years to recover and to again 
write as much business as it had writ 
ten before the investigation. Another 
large company required twelve years in 
which to recover. On the other hand, 
think of the permanent benefit which 
was derived. One large company which 
wrote three hundred and six millions 
of new business in 1904, in 1922 wrote 
five hundred and seven millions of bus- 
iness. Another which wrote one hun- 
dred and eighty-three millions in 1904 
wrote three hundred and ninety-two in 
1922, and still another increased from 
three hundred and forty-five millions in 
1904 to six hundred and twenty three 
millions in 1922. 

“But what was the result of the 
change in insurance sentiment so far 
as companies outside of New York were 
concerned? In 1904 the outside compa- 
nies wrote approximately 40% of the 
business written in New York State. 
In 1922 outside companies wrote 53% 
of the New York State business. Ir 
1904 four New York companies had in 
force 52% of the business of all com- 
panies reporting to the Insurance De- 
partment of New York, and in 1922 the 
same companies had in force only 34% 
of the total business. 

“T have tried to show that the Uniou 
Central and other censervative compa- 
nies outs‘de of New York were cham- 
pions of an idea which took hold and 
revolutionized the insurance business 
so that the public began to buy insur 
ance on its merits rather than on the 
size of the company. Mr. Knight's re- 
markable success in New York City 
has been made with a comnany which 
we believe has consistently for manv 
years represented the conservative idea. 
But as this company had not been able 
to make a great success in getting bus- 
iness in New York prior to the time 
Mr. Knight took hold accordingly it 
is plain that Mr. Knight is verv large 
ly responsible for the success.” 


1922—$23.10; 1924—$22.- 





The Connecticut General T-ife hag is- 
sued two new forms of health policies 
which do not pay indemnity unless dis- 
ability lasts more than two weeks. 


HONOR C. B. KNIGHT 

(Continued from page 3) 
to the close. He said the natural an- 
swers and objections of prospects are 
anticipated and the salesman should be 
ready to present his proposition so as 
to produce favorable reactions toward 
a continuance of negotiation. Any 
man, he said, is willing to sit down and 
examine his life insurance situation 
with an expert if he is approached 
along some lines of his personal or 
business interest. 
-_ 

Many felicitous incidents marked the 

day, including the presentation of a 
long string of gifts, ranging from a 
beautiful desk with chairs to a birthday 
cake, and including a huge basket of 
flowers. They constituted a really af- 
fectionate demonstration for the head 
of the agency. 
_ The banquet at the Astor was a typ- 
leal Knight affair, only on a larger 
scale. That is, there were no address- 
es, but plenty of fun by professional 
entertainers, music and dancing. In 
addition to the recruits from the vaude- 
Ville stage there was a quartette from 
the Douglaston (L. 1.) Club, of which 
Mr. Knight is president, one of the 
singers being Alex Silvey, of Silvey & 
Coe, brokers. Before the dinner offi- 
cers of the Union Central held a recep- 
tion and met all the diners. 

Other speakers at the meeting were 
M. H. Joachim and Preble Tucker, who 
discussed income and estate tax laws, 


Ten Per Cent of All 
Business Substandard 


HALF THAT MAY BE WRITTEN 
Dr. Wm. Muhlberg Tells Knight Staff 
Guesswork Has Been Eliminated 
in Rating Substandard 


About 10% of the total business soli- 
cited is not eligible for standard rating 
and of this at least one-half is eligible 
for substandard and if conservatively 
rated is just as safe and profitable for 
the company and the standard business, 
said Dr. William Muhlberg, medical di- 
rector of the Union Central Life, in ad- 
dressing the Knight Agency conven- 
tion. Unfortunately, he said, substand 
ard business encourages irregularities 
and there is a temptation to groom the 
r’sk. Peddling substandard cases 
around in a competitive way to get a 
better rating was one of the worst fea- 
tures of substandard business and _ he 
urged the agents to abide by the find 
ings of the company. 

For the more common causes of sub- 
standard rating there is an abundance 
of statistical knowledge. For unusual 
causes there is sometimes a paucity of 
information to guide the rating and 
these may properly be taken up for 
discussion. 

To show that arbitrary rating is prac- 
tically eliminated, Dr. Muhlberg des 
cribed the operation of the numerical 
rating system. The applicant is treat- 
ed and marked very much as a school 
teacher grades an examination paper 
credits and demerits are given for the 
salient features that enter into the 
consideration of the risk, the more 
important being 1. Build, i.e., height and 
weight. 2. Family history. 3. Occu 
pation. 4. Personal h‘story and habits. 
5. Physical condition at time of examin- 
ation. 6. Plan of insurance. 

How Rating Is Made 

There are exact figures for all vari 
ations of build and most family histor- 
ies. The hazard of oceupation is very 
satisfactorily graded, and for the com- 
moner impairments, involving past his 
tories of syphilis, pleurisy, gallstones, 
ete., figures are very exact, as are also 
those found on examination, such as 
rapid pulse, heart murmur, blood pres- 
sure, albumen, ete. 

Medical selection, therefore, becomes 
an operation that a trained and intelli- 
gent clerk can easily handle. The var- 
ious demerits and credits are entered 
on a blank form, and by a simple pro 
cess of addition and subtraction, the 
percentage is derived. If this percent- 
age is 100, the risk is good average; 
if hetween 115 to 125, it is poor border 
line. Anything over 125 is substand 
ard. Thus, if it is 175%, the case is 
rated in Table C, with an expected mor- 
tality of 175%. 





SATISFYING SERVICE 


The MUTUAL BENEFIT LIFE writes policy con- 
tracts that meet the needs of the people; assists its 
agents in presenting these contracts; and gives to 


policyholders a service that satisfies. 





The Mutual Benefit Life 


Insurance Company 
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As a matter of fact, in many compa 
nies the risks are selected in exactly 
this way. Practically, it is giving sat- 
isfaction and the results closely ap- 
proximate the theoretical rating. There 
are, of course, two difficulties 





The 63rd Annua}] Report shows: 
j ‘ ‘ Premiums received during the 
(1) Certain combinations of impsir- me. 1922 > 7 
ments can not medically be always con ayments te Policyholders and 
sidered the summation of two percent en queens Dee 


age figures. (2) Not all impairments air en ignddendedeanacédeadasnakedia 5,400,7@ 
can be rated. There are certain very Amount added to the Insurance 

rare diseases, such as retinitis, pigmen- nab names tes te ee 7a 
tosa, cysts of the liver, rare tropical WMI inca ccananiecddandcaddéansaas 3,210,922 


diseases, ete., for which, on account of: 
paucity of material, we shall never 
have any exact statistics. In such cas 
es, the medical director must fall back 
on his preconceived ideas and intuition. 


($722,352 in excess of the amount 
required te maintain the reserve) 
Actual mortality experience 52.87% 
of the amount expected. 
Insurance in Force...... anadecaad $232,163,682 
Admitted Assets ................ 46,253,718 


So the probabilities are that in the 
near future, Dr. Muhlberg said, the only 
function of the medical director will 
be to decide the significance of com- 
bined impairments, that seem to in 
tensify or neutralize each other, and 
to decide the gravity of rare diseases 
In some ways, this is rather an ideal 
position, because the bane of the med 
ical director’s existence is the consid 
eration of hack cases, that demand =a 
only routine consideration. 


For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 
A Company of Stability and Progress, 
Safety and Liberality 


Admitted 
Assets 
$12,431,725.00 
$44,995,738.00 


The net return paid on funds left with the Company is 4.8 


For information regarding agencies 
Home Office—Des Moines 





1923 | | Build YourOwn Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 


Insurance in 
Force 
$ 67,326,327.00 
$313,132,592.80 
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Jerome Clark Tells 
Of Service Bureau 





LITERATURE OF UNION CENTRAL 
Program, Business Insurance and Es- 
tate Booklets; Policy Envelopes 
Tell Protection Stories 





Jerome Clark, assistant superintend 
ent of agents of the Union Central, told 
representatives of the Charles’ B. 
Knight agency this week all about the 
company’s service bureau and the com 
pany’s sales literature. 

In the past year the company has 
issued four pieces of literature which 
have proven unusually effective. The 
Education Policy wags gotten out to 
meet a growing need for that protec 
tion, and it is effectively backed up by 
a pamphlet which has had a wide read 
ing ag well as quotation. The booklet, 
“A Life Insurance Program,” offers the 
prospect what he naturally and uncon- 
sciously seeks in any problem involv 
ing financial outlay -a plan. The re 
maining two pieces of literature are de- 
signed for use in the interview itself. 

They are the company’s booklets on 
Business Insurance and the Life Insur- 
ance Estate. There can be no question 
as to the value of the prepared inter 
view, Mr. Clark said. “By preparation 
I do not mean a great mass of exhibits,” 
he continued. “While our business 
finds its origin in figures the humanity, 
sentiment and service of life insurance 
is too big to be squeezed into a table 
of cash values or dividend schedules. 
Preparation in reality means that the 
agent puts himself into his prospect’s 
shoes.” 

Among other interesting statements 
made by Mr. Clark was this one: 

“It is unfortunate that the legal re 
quirements imposed upon us do not al 
low us to make better sales promotion 
literature of our policies themselves. 
If we could only tell the story of the 
comforts of home on the first page of 
our Mortgage Retirement Policy. Or 
give a ‘sales pull’ to the pleasure of a 
protection on our Endowments at 60, 
65 and 70. While we cannot incorpor- 
ate this thought into the policy we can 
at least enclose the policy in a con- 
tainer which will give it expression. 
There is a good sales reason for the 
various forms of policy jackets which 
are furnished by the Service Bureau. 
An Education Policy is given more 
force when enclosed in an Education 
envelope The idea of Home Protec- 
tion is carried across at first glance 
when the policy is enclosed in the 
Home Protection envelope. The same 
with the Business and Income policies.” 

In talking of lapsation, Mr. Clark 
said that an agent not only loses his 
renewals but for each $20,000 which 
goes off the books he forfeits an actual 
asset which is worth to him $3,000 of 
new business annually. The- Union 
Central has reached a ratio of 50% of 
its new business on old policyholders. 


DR. R. M. DALEY ILL 
Dr. Robert M. Daley, of the Equit 
able, is ill at his home. 


USES OF CERTIFICATES 
W. H. Cox of Union Central Gives 
Points on Ways To Apply Settle- 
ment Option Certificates 





That there is too much dressing up 
of policies and sales talks to capture 
the interest of the policyholder and not 
enough attention given to the needs 
of the 
points made by W. Howard Cox, assist- 


beneficiary, was one of the 


ant secretary of the Union Central, in 
a lively and interesting talk before the 
sales congress of the Knight agency on 
Monday. He said there was great pos- 
sibilities in the right use of settlement 
option certificates. 

A certificate is a contract and after 
the proceeds become vested its terms 
are not subject to change. <A certifi- 
cate must express with certainty, the 
amount payable, the time of payment 
and the person or persons to whom pay- 
able. A certificate to be 
must not require the company to ex- 
ercise discretionary powers nor oblige 
it to see that the proceeds are applied 
to any special purpose. These are the 
general rules in the use of certificates 
and where it is desirable to include 
discretionary powers in the settlement 
the proceeds should be payable through 
a trust company. Within its scope, Mr. 
Cox said, a life insurance company can 
function better than any other institu- 
tion but where discretionary powers 
are required a trust company should 
be used, 

The Union Central is offering to its 
agents special facilities in connection 
with certificates and will issue certi- 
ficates for prospective cases. Mr. Cox 
said they are a great help in bringing 
the prospect down to business. 

The practice of Companies in the use 
of certificates varies greatly and the 
whole subject is in a state of evolution. 
Companies are regarding the growing 
volume of certificates with concern. 
They are asking where it will lead and 
if a huge sum of administration costs 
and endless trouble and litigation will 
not result from the variety and scope 
of certificates daily submitted. 

At the December meeting of the As- 
sociation of Life Insurance Counsel this 
matter was discussed and certain limit- 
ing rules recommended, 

Mr. Cox said that the Union Central 
is presenting the insurance program 
idea direct to the policyholder through 
literature from the home office which 
gives a comprehensive and understand- 
able description of the program idea. 
He called life insurance the fourth 
necessity because it guarantees the 
other three—food, shelter and clothing, 
and said that the best way to provide 
the people with the fourth necessity is 
by means of the program. 


acceptable 





DARBY DAY FIGURES 
The Darby Day Agency of the Mutual 
Life, Chicago, reports its 1923 business 
as follows: Kull annual premiums, 
$35,000,000; term, $5,602,000; — plans, 
$2,711,000. 











Office for information. 


since 1878. 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


| A few agency openings for the right men. 
——FS 


Faithfully serving insurers 




















Havana 


in 1925 


Brokers and Agents of other 
companies are eligible for 
membership in our Quarter 
Million Dollar Club. Liberal 
first year commissions; guar- 
anteed 


non-forfeitable re- 


newals. 


Club Year Starts 
January 1, 1924 


For Club Rules apply to Agency Department, nearest 
Branch Office or General Agency. 
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What One of the Biggest Life Insurance 
Writers in the Country Thinks of 
Missouri State Life Service 


“I can only commend the general service rendered by your 
Company and your Agency. The Missouri State Life is an 
asset to agents representing other companies in the assist 
ance rendered for the placing of business commonly known 
as substandard and surplus life insurance.” 


Missouri State Life Insurance Company 


M. E. Singleton, President Home Office: Saint Louis 


Life Accident Health Group 
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John R. Hardin Made 
Mutual Benefit Head 


PROMINENT NEWARK LAWYER 


New President Member of Law Firm 
That is Counsel for Company; 
Director Since 1905 





At a meeting of the directors of the 
Mutual Benefit Life held on Wednes- 
day, John R. Hardin, for a number of 
years a director of the company and a 
member of the firm of Pitney, Hardin 
& Skinner, attorneys of Newark, was 
elected president of the company, suc- 
ceeding the late Frederick Frelinghuy- 
sen. John O. H. Pitney, head of the 
law firm which acts as general counsel 
of the company, is also a director. 

Mr. Hardin was born in Sussex 
County, N. J., in 1860. He graduated 
from Princeton in 1880, was admitted 
to the bar in 1884 and became a coun- 
sellor at bar in 1887. Shortly after 
that the firm of Pitney, Hardin & 
Skinner was formed to practice in the 
field of corporation law. Mr. Hardin 
was elected a director of the Mutual 
Benefit Life in 1905. 

Among those who attended the fun- 
eral of the late President Frederick 
Frelinghuysen last Friday were: Wil- 
liam BroSmith, vice-president and gen- 
eral counsel of the Travelers; Kdward 
D. Duffield, president of The Pruden- 
tial; Haley Fiske, president, Metro- 
politan Life; George W. Smith, vice- 
president, New England Mutual; J. V. 
EK. Westfall, vice-president, Equitable 
Society; George T. Wight, manager 
and Job KE. Hedges, general counsel, 
Association of Life Insurance Presi- 
dents. 


BOY AGENT MAKES GOOD 





Edward M. Gallen, Jr., Sells Policy 
Every Day For Three 
Weeks 





New York has several boy life insur- 
ance agents who are writing business 
and the latest to qualify is Edward M. 
Gallen, Jr., of the Huff agency, who 
at the age of eighteen has sold a policy 
every day for three weeks. He is with 
the Perez F. Huff agency of the Trav- 
elers here. The son of a Rochester 
clothing manufacturer Gallen’ started 
out with an advertising agency. 

Another agent in the Huff staff com- 
ing to the front is Harold Heilmann, 
who produced $625,000 last year. His 
father incidentally was Mr. Huff’s first 
policyholder when the general agent 
entered business for himself in Florida. 

Some time ago Miss Sara Flock was 
secretary to John Barrymore, actor, 
and before that was secretary to Sam- 
uel Untermyer. Last year she pro- 
duced half a million for the Huff 
agency. 


A. 





RESEARCH BUREAU’S WORK 





First Year in New York Marked By Ex- 
panding Activities; Managers’ Man- 
ual Section Under Way 





The first year of the Life Insurance 
Sales Research Bureau in its New York 
office marked a broadening out of the 
field of work of the bureau: From a 
membership of thirty-seven companies 
at the close of 1922 it grew to seventy- 
five at the end of last year. The most 
important achievement of the year was 
the bringing out of the first section of 
the “Managers’ “Manual.” Members of 
the staff went to all parts of the coun- 
try to gather the material for its com- 
Dilation. To date 2,500 copies have 
been sold. The next section will be 
ready for distribution in two or three 
months. The collection of figures on 
new business by sections has been 
widely used by the companies. The 
bureau is still expanding in its general 
purposes of acting as a clearing house 


: information for its company mem- 
ers, 





have given it a high r 


evelop and hold their business. 
ehan Barker, Vice-President 





Incorporated 1851 


Pittsfield, Mass. 
GEORGE H. TUCKER, President 
This Company has always pursued those policies in the conduct of its business that 
tation for stability and fair — 

Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its 

the same time, the interest of all its policyholders. 
Its — contracts give to each individual insurer full protection, safeguarding, at 

to 


representatives 


Frederic H. Rhedes, Vice-President 








WRITES $1,000,000 CASE 





Thomas P. Spencer Places Inheritance 
Tax Line For Wealthy Woman; 
Seven Companies Participate 





Thomas P. Spencer, head of Spencer 
& Co., general insurance brokers of 103 
Park Avenue, New York, has _ just 
closed a case for $1,000,000 on the life 
of a very wealthy woman. The assured 
had never carried life insurance before 
and took this large amount for inheri- 
tance tax purposes, 

The plan was twenty payment life 
and was paid for by a check for the 
full annual premium of $37,000. Seven 
companies participated in the line and 
the risk was so excellent that the en- 
tire transaction was completed within 
a week. The Union Central, The Pru- 
dential, Equitable, N. Y., and Mutual 
Life, each took $200,000; Aetna, $100,- 
000 and the Penn Mutual and New Eng- 
land Mutual $50,000 each. 





JOINS HUFF AGENCY 
Jack Wilbur Mayer has joined the 
Perez F. Huff Agency of the Travelers 
ag manager of the new business de- 
partment. Mr. Mayer was formerly in- 
surance manager for the Metropolitan 
Tobacco Co. 





W. E. Bilheimer, of St. Louis, will 
address the January 12 agency rally of 
the Old Line Life of Milwaukee. About 
200 of the field force will attend. 


URGES FOUR YEARS TRAINING 
M. H. Joachim Tells Knight Sales Con- 
gress of Need For Education; His 
Interesting Career 





Among the talks that made a hit at 
the sales congress of the Knight agency 
was that given by M. H. Joachim. Mr. 
Joachim is an interesting and forceful 
person. He is a native of India, has a 
B. A. degree from Oxford and was for 
some time professor of English at Dul- 
wich College, London. He was also an 
accountant in London and came to this 
country two and a half years ago and 
engaged in accountancy work with an 
engineering company. 

He is tremendously = enthusiastic 
about life insurance and said that the 
life insurance salesman had a more in- 
timate relationship with his clients 
than the lawyer or doctor and he ad- 
vocated four years of preparatory study 
before the insurance salesman was 
turned loose on the public. To write 
life insurance that was fitted to the 
needs of the buyer the salesman should 
have a knowledge of the scientifie side 
and know the law, corporation practice 
and other technical branches that are 
necessarily involved in giving intelli- 
gent advice to the users of life insur 
ance. 


John A. Coffman has resigned from 
the Aetna Life and will become gen- 
eral agent in Cleveland of the Connec- 
ticut General. 











Admitted Assets, 

| 138% of liabilities 

| Liabilities, - - 
Only 73% of assets 


Excess of Assets, 


New Insurance, - 


A gain of 34% 


| 
| Insurance in Force, 
Net increase 19% 


( Capital, $732,580 ) 
( Surplus, 


38% more than liabilities 


Continental Life Insurance Company 


WILMINGTON, DELAWARE | 
PHILIP BURNET, President ‘ 


SIXTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1923 


$6,191,324 | 


4,490,634 


968310 | 1,700,690 


12,098,371 


47,426,811 | 














E. A. Woods’ New Book 
On Insurance as Career 


ILLUSTRATES ITS APPEAL 





Believes Three Hundred and Sixty 
Billions Will Be in Force 
By 1950 


It is extremely difficult to quote any- 
thing from the new book of E. A. 
Woods, Pittsburgh general agent, pub- 
lished by Harper & Brothers under the 
caption “Life 


Underwriting As <A 
Career,” for the 


reason that nearly 
everything in the book is quotable, and 
Mr. Woods is an illuminative as well 
as a creative writer. The book con- 
tains a number of unusually interest- 
ing tables, but each one is printed in 
the form of a chart. 

Calling attention to the fact that 
there were $64,000,000,000 of all kinds 
of life Insurance in force at the end 
of 1922, including fraternal assessment 
and war risk, Mr. Woods has taken the 
role of a prophet and figures that there 
will be $360,000,000,000 in force in 1950. 
He figures that 7% of the total life val- 
ue 1S how covered by life insurance and 
claims that life insurance 
subject to long periods of 
than other lines which he 
a chart. 

Mr. Woods advises agents to choose 
some life insurance speciality and be- 
come and keep as familiar as possible 
with that use of life insurance in addition 
to being familiar with the general uses 
of insurance. This advice is given be- 
cause of the difficulty of one person be- 
ing familiar with all special uses of 
life insurance. 

He advises no one to go into the 
life insurance business unless he exps- 
riences the lure and appeal of it. “We 
must be fitted for the vocation we sel- 
ect,” he declares. He gives a special 
chapter to insurance as a career for 
women, regarding it as! an appropriate, 
interesting and profitable work for them 
which does not require long and ex- 
pensive training and capital to start. 

One chapter is given to the oppor- 
tunities for training; another to the 
social background of insurance. “Life 
insurance,” Mr. Woods says, “has de- 
creased illiteracy, removed causes of 
misery, promoted health, acted as a 
shock absorber against poverty, in- 
creased the prosperity of the country 
and has been a great force in eliminat- 
ing all kinds of evils.” 

The book concludes by advising read- 
ers of the names of volumes on life in- 
surance, the reading of which will be 
a help. 


is far less 
depression 
proves by 





PROVIDENT MUTUAL CHANGES 





Brings Out New Income Policies; Rates 
For Ages Under 20; Paid Busi- 
ness Over $93,000,000 





The Provident Mutual Life an- 
nounces new monthly income policies, 
new annuity program and rates and 
values for ages under 20. The changes 
in the income policies are toward sim- 
plification and improvement the bene- 
fits and premiums remaining unchang- 
ed. The company is now issuing pol- 
icies from ages 16 to 19 with individ- 
ual rates for each age. Complete re- 
vision of annuity contracts and rates 
has been made. The company’s new 
“retirement life income contract” is is- 
sued without medical examination for 
a minimum of $10 of monthly income 
provided the premium per year is at 
least $25. 

The paid for business reported by 
the Provident Mutual Life for last year 
totals $93,084,926 with business in force 
of $657,609,790. Total assets now 
amount to $145,391,250 and the surplus 
to policyholders $5,462,140. Since or- 


ganization the company has paid to pol- 
icyholders $235,756,122. 
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' LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








ae: 





The John Hancock 
Mutual cites the 
record of Nicholas 
Harper, its district 
agent at Madison, 
Indiana, as illustrating some of the 
best qualities of a successful agent. 
Mr. Harper has written a good volume 
of business but one of his remarkable 
records is that it About 75% 
of all the business he has written for 


Cites Steady 
Persistent 
Agent’s Record 


sticks 


the company in more than a dozen 
years is still in force He says that 
when he plans a campaign in a new 
district, he circularizes first to pave 


the way. If he fails to sell when he 
makes his call, he follows up with a 
personal letter or two, adapted to the 
peculiarities of the case with which he 
is dealing, and many times the results 
are good. 

His spirit of determination is his big 
asset. He works a _ hilly territory 
where there are many discouraging 
difficulties to be overcome in the way 
of hard roads and long drives. In writ- 
ing one policy, he rode nearly a hun- 
dred miles in his car before he let 
the applicant rest in peace, safely in 
sured. 

His selling argument is just common 
sense, and he offers his insurance on 
its own merits, without the aid of glib 
talk. He tells of a typical arguinent 
used by him to break up oft encoun 
tered opposition when a man is ill 
advised by a wife or relative. The 
case he mentions was of a man past 
fifty. His brother-in-law had been in- 
sured and had lapsed his policy, for the 
reason that he was misled as to the 
kind of policy he had. ; 

The brother-in-law and the wife each 
opposed the insurance. The wife was 
quite bitter about it. Mr. Harper said 
to him, “Your wife and your brother 
in-law each have your good at heart. 
They are giving you what they think is 
good advice, but after all they are just 
two people and their knowledge is lim 
ited. Here, on the other hand, (show 
ing list of policyholders) are hundreds 
of people, among them the best men in 
the community. Many of these after 
an interval of years have bought addi- 
tional policies. Some of them three or 
four policies. 

“What has been done in this regard 
in this community is being done in 
every community in the United States. 
The oldest American companies are 
over eighty years old, and every year 
more people are buying life insurance 
than ever before. If your wife and 
brother-in-law are right, all these other 
people are wrong, and the cumulated 
experience of eighty years is foolish 
ness.” 

“And the best part of that argument,” 
Mr. Harper says, “is that it works.” 





John L. Shuff is one of the fastest 
workers in the business. He says that 
his work is done in preparation and 
that his actual selling time last year 
was not more than fifty hours. 


N. Y. Club Women To 


The club 
to hear all about life 


& 


New 


insurance and the 


women. of York are 


talks are to be given at a tea for club 


women at the Hotel Astor on January 
23. There are 385 women’s clubs. in 
New York and a representative crowd 
will attend. 

The tea has been arranged at a con- 
ference between Miss Alice Lakey; 
Mrs. Slack, president of the New York 


A. J. Foster, of 


Cold Canvass the New York 
Reaches Those Not Life, tells why 
Over-Solicited he uses cold 


canvass in the 
following: “When I began, the prob 
lem confronted me as to the best 
method to use in order to be at all 
times supplied with prospects. I dare 
say there isn’t a writer who hasn’t at 
some time or other used the expression 
‘where shall I go next?’ And there is 
where many golden hours are lost, try- 
ing to keep on the firing line during 
our hours for work. 


“T concluded, in addition to the leads 
I would receive from old policyholders, 
that the surest and safest way to keep 
my bag filled was to ‘cold canvass,’ and 
I finally perfected a plan, which, after 
all, is simple, i. e., to approach people 
whom I had never met before. Th's 
has resulted, | can truly say, in my 
making the $200,000 Club every year, 
and when I dissect my business I find 
that 60 to 70% of my yearly production 
comes through this method of meeting 
people, 


“I try to discover, first, what I must 
do to win my listener, whether to awak- 
en a want, make clear that my propo 
sition meets a great need, or possibly 
to correct a prejudice; then L shoot my 
arguments squarely at the vital point, 
namely, the great need of my listener 
for protection under a New York Life 
contract, 


“The biggest men in the world are 
salesmen. We may not know them as 
such They possibly call themselves 
bankers, engineers, ministers, but in 
reality,each is selling something, either 
his own or another’s services. As they 
succeed, so they are paid. The skill 
ful, honest convincer commands. the 
highest price for his ability. 

“It is very distasteful for me to hear 
an agent say he is out of prospects and 
doesn’t know where to write the next 
one. He can find them if he will, and 
the man who sells a policy to one who 
has never been approached is certainly 
doing missionary work of the noblest 
kind, for in my experience I have had 
men inform me that if | had not called 
on them in ‘cold canvass’ their families 
would have been deprived of the pro- 
tection that I sold them. 


“So it you run short of prospects just 
set yourself to the task of securing 
them through the methods I have here 
laid down, and | am sure that with your 
own methods of writing business you 
will mahe a substantial increase’ in 
your Club record, and serve the unfor 
tunates who may not possess thought 
ful friends or acquaintances to intro 
duce them to us insurance writers.” 





Paul J. Kirby, one of the agency sup- 
ervisors in the Boston general agency 
of the Connecticut Mutual Life under 
V. W. Kenney, has been transferred to 
Chicago to work under General Agent 
Samuel T. Chase. 


Hear About Insurance 


City Federation of Women’s Clubs; 
and Mrs. Heath, chairman of the Home 
Economics Division. A number of 
prominent general agents in New York 
have signified their interest in the tea 
and will attend. 

Mrs. Slack will open the meeting, fol- 
lowed by a formal discussion by sev- 
eral prominent life insurance men, fol- 
lowing which the audience will adjourn 
for the tea. 


BUFFALO AGENCY INCREASE 
Manager Vidal of National of Vermont 
Keports 18% Increase; Give Wal- 
lets to Policyholders 


Among the up and coming life insur- 
ance agencies in the Buffalo territory 
Is that of the National Life of Vermont, 
of which H. A. Vidal is manager. Not- 
withstanding the loss of two of his 
most active producers Mr. Vidal re- 
ports that his agency showed an _ in- 
crease in business written of 18% over 
1922. 

Mr. Vidal’s office is passing out to 
policyholders a large, leather bound 
wallet, holding removable envelopes 
suitable for containing policies and 
other business papers. Valuable life 
insurance statistics and memoranda are 


printed on the outside of the envel 
opes furnished with the wallet. “Whai 
Life Insurance Accomplishes,” ‘The 
Self Measurement of Estate Needs,” 


“Bequests,’ and “Deeds and Mortgages’ 
are some of the titles of information 
contained. 

OFFICERS HEAD TEAMS 
Pan-American Life Puts on Novel Con- 
test For January; Capital Prizes 
For Winners 

The Pan-American Life has started a 
unique contest for January with six 
teams, each of which is headed by an 
officer of the company. There are over 
seven hundred agents in the organiza- 
tion and the teams were made up by 
drawing. The team showing the larg- 
est amount of written and examined 
business wins. The agent submitting 
the largest business will be given a 
credit memo for $150 on any house fur- 
nishing establishment and the second 
agent will get a similar credit memo 
for $100. Kach member of the winning 
team will receive a $10 fountain pen if 
he submitted $10,000 of business and $5 
pens if he had $5,000 of business. 





CREATIVE \ 
SALESMANSHIP 


HERBERT W. HESS 


practical suggestions. 


PRICE $3.65, POSTPAID 


86 FULTON ST. 











in 1923 


The largest paid-for new 
business in our history. 


Improvement of conserva- 
tion system, with correspond- 
ingly satisfying results. 

Initiation of instructive and 
inspiring Regional Conven- 
tions. 


New and salable forms of 
Income contracts. 


New equipment of up-to- 
date advertising literature. 








Three first-class agency 
magazines each month. 


Close and effective Home 
Office co-operation. 


A still better Company for 
capable representatives. 








The Penn Mutual 


Life Insurance Company 
Philadelphia 
Organized 1847 








Penn Mutual Progress | 














A Complete Short Course 
in Selling from a New 
Angle----The Twentieth 
Century Answer to All 
Sales Problems. 








This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. 
needful for modern business survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems. 


Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. 
received the endorsement of many business men. 
writes: “If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 
not go and what high goal he might not reach.” 


THE EASTERN UNDERWRITER 


CREATIVE 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
PRODUCTIVE ADVERTISING 


Illustrated. 339 Pages. 

It defines the. human processes 
Filled with 
It has already 


The Buffalo Commercial 
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Revising Policy Forms 
Big Home Office Job 


STATE VARIATIONS MAKE WORK 
Experience of Pacific Mutual Life 
Shows Burden of Varying Require- 
ments of State Laws 





Getting out a new edition of insur 
ance contracts is a big undertaking 
for the home office and as the Pacific 
Mutual Life has just gone through the 
experience, Assistant Secretary F. H. 
Small tells about it in the current 
number of the “Pacific Mutual News.” 
The company’s new edition of policies 
ca)!s for two hundred and twenty-eight 
different forms. There are not that 
many different kinds of policies. The 
insurance laws of the different states 
make it necessary to vary the wording 
of the policy in a number of ways. 

For example, the company’s annual 
dividend, twenty payment life policy, 
cannot be issued with precisely the 
same wording in each of the forty-five 
states in which the life department 
operates. It must be changed to meet 
the insurance laws, which in some 
states exact that a certain provision 
of the policy must be worded in a 
certain way-—-precisely the way the in 
surance laws of some other states ex- 
act that it must not be worded. 

In thirty-four of the states in which 
the life department of the company op 
erates it is necessary to submit a speci- 
men of each form of policy which the 
company proposes to issue, in order 
that the insurance department in each 
of those thirty-four states may thor 
oughly review each form submitted and 
give it their approval. This means 
the filing of several thousand contracts, 
each one of which must be made com- 
plete in every detail in order that 
the insurance departments may know 
precisely how they are to be issued. 

The “copy” furnished the printer for 
each one of those two hundred and 
twenty-eight policy forms must be so 
prepared that it will be in exact har 
mony with every other form in the 
edition. In other words, it won’t do to 
say the same thing in other than pre- 
cisely the same way in each of the 
different policies to be issued in any 
given state. 

There is the new application form 
which, must be just right for use with 
the new edition contracts, as well as 
the one hundred and one other print- 
ed blanks which will be used in doing 
the numerous things which the com- 
pany’s policies provide may be done 
either at the time the policy is first 
issued or ‘afterward. The company‘s 
literature—the numerous booklets and 
leaflets which are constantly being 
printed to help interest the prospect 
or explain the how of it to the solici- 
tor must be revised. There are over 
one hundred and fifty of these now in 
use. Every one of them must be care 
fully reviewed and made to fit the new 
goods where the new goods have, so 
to speak, outgrown the old. 





ONE BOOKLET—10,000 LEADS 

A niece of gales literature used by 
the Union Central Life has produced 
10,000 leads. 


—— 








MASSACHUSETTS 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 
Incorporated in 1851 


MUTUAL 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 














JOSEPH C. BEHAN, Superintendent of Agencies 














CONN. GENERAL CHANGES 


General Increase In Interest Under Set- 
tement Options; Adopts Monthly 
Premium Basis 
The Connecticut General Life start- 
ed with the new year to write business 
on a monthly premium basis with a 
minimum premium of $10. The compa- 
ny says there is a definite demand for 
this innovation and it points out that 
there is no longer any excuse for not 
getting settlement with the application 

on the monthly basis. 

The company has made a general in- 
crease in the excess interest paid on 
settlements left with the company. Pro- 
ceeds left with the company as a de- 
posit carry guaranteed interest of 344% 
but the company will this year pay 5% 
as against 442% last year. Under the 
principal and 6% income contract the 
interest is increased to 7%. The orig- 
inal beneficiary in addition to receiving 
$5 per month income for each thousand 
of original principal sum, wil) receive 
a bonus each month of 838 cents, mak- 
ing a total of $5.83. 

If the proceeds of the policy are pay- 
able in the form of a yearly or monthly 


income for a limited period, or under 
a corresponding income policy the guar 
anteed income will be based upon 342% 
interest and the excess interest will 
be used to increase every income pay 
ment by a percentage depending upon 
the number of years certain. On the 
new basis each guaranteed monthly in- 
come payment will be increased as fol- 
lows: 


20 Years Certain 13% 
15 Years Certain 10% 
10 Years Certain 71% 
5 Years Certain 3% 


For instance, if the policy guarantees 
$100 a month for 20 years certain, the 
company will now increase each pay 
ment by 138% and therefore will pay 
$113 a month. 


ON SELLING TERM POLICIES 

H. T. Saunders, general agent for the 
Connecticut Mutual Life at Cincinnati 
is using a method in handling term in- 
surance which is apt to make it easier 
for all persons concerned. He suggests 
that the applicant for term insurance 
request that dividends be accumulated 
which action is simplified in the com- 
pany’s latest application blank. In 
this way there will later be a certain 
amount of surplus available. 











| 
| gage or other debts. 








| Provident Mutual — 


| Life Insurance Company 
| of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 


The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirably adapted to an Insurance Pro- 
gramme—for the protection of the policyholder’s family or of his own | 
old age, through income—for the education of his children—for the pro- 
tection of his business or of his estate—for the cancellation of a mort- | 





























JACKSON MALONEY 
Vice-President 





PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 





A. MOSELEY HOPKINS 
Manager of Agencies | 





National Life, Vt., 
Makes Many Changes 
POLICY 


LIMITS INCREASED 





Revises Forms and Rate Book; Wider 
Non-Forfeiture Provisions; Divi- 
dend Scale Increased 





The National Life of Vermont has 
put into effect for this year a number 
of changes. Male risks may now pur- 
chase up to $100,000 on standard forms 
at ages 26-55 with gradations above 
and below these ages. Policy forms 
have been revised and new rate books 
issued. All policies except term forms 
will have non-forfeiture values begin- 
ning at the end of the second policy 
year and the full reserve will be avail- 
able without surrender charge at the 
end of the fifth year. The various non- 
forfeiture values hereafter will be math- 
ematical equivalents of the cash val- 
ues, which will in many instances in- 
crease the term of the extended ingsur- 
ance. 

The dividend scale has been revised 
reducing the cost to policyholders at 
the younger ages. The dividend ap- 
propriation for 1924 is larger by $160,- 
000 than last year. The settlement 
options have been increased in number 
and variety. 

Disability benefits have been extend- 
ed to the non-renewable term contracts 
and the maximum insuranco available 
under term contracts is now $50,000 
for males at ages 26-55. Interest on 
sums let with the company has been 
increased by 1.7%. When added to the 
2% guaranteed interest this makes a 
return of 4.7%. In the dividend form- 
ula the contribution from interest will 
be on the basis of 4.8%. 





PAN-AMERICAN PROMOTIONS 





New Business Department in Charge of 
A. B. Westerfield; T. M. Simmons 
Assistant Superintendent 





A number of promotions went into 
effect in the Pan-American Life on the 
first of the year. A. B. Westerfield will 
be assistant secretary and in addition 
to the duties of that office he will be 
in charge of a new department to be 
known as the “New Insurance Depart- 
ment,” embracing the application and 
policy departments. 


T. M. Simmons has been made as- 
sistant superintendent of agents in 


charge of the accident and health de- 
partment. Edward A. Holtzmann has 
been appointed assistant actuary. 





R. W. BROOKS’ FIGURES 

Richard W. Brooks, manager for the 
Royal Union Mutual Life Insurance 
Company in Eastern Pennsylvania, re- 
ports $1,250,000 of new business writ- 
ten in 1923, of which $1,000,000 was 
paid for; being a considerable increase 
in the volume of paid for business writ- 
ten by the Philadelphia agency over 
the previous year. 





Henry J. Winfield joined the Martin 
T. Ford Agency of the Equitable So- 
ciety in New York in May, 1923, and in 
six months paid for $261,250 with pre- 
miums of approximately $10,000. 











next birthday. 


and are up-to-date in every respect. 
ORDINARY POLICIE 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secre 
INDEPENDENCE SQUARE 








RYAN KYLE, 


HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issueg all modern forms of policy contracts from BIRTH to @ years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


S contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


P. J. CUNNINGHAM, Vice-President 
OHN J. GALLAGHER, Treasurer 
edical Director 

PHILADELPHIA, PA 
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Inheritance Taxes 
Heavy in Canada 


GIFTS IN LIFETIME INCLUDED 





Unless Cash is Provided Annuitants 
May Wait for Years; Laws Imposed 
By Provinces 





Inheritance taxes in Canada, or as 
they are called there “succession du- 
ties,” are more drastic in some respects 
than in this country. For instance, 


the statement required of the executor 
includes a list of all gifts of property 
made by the deceased during his life- 
time and all such gifts are taxed. In 
spite of the large sums paid in Canada 
for succession duties, insurance to cov- 
er these charges against estates has 
not been as extensively cultivated as 
in this country. Conditions in Canada 
as to inheritance are discussed by John 
Cowan in “Canadian Insurance.” 

The first law of this kind in Canada 

was the Ontario Succession Duty Act 
of 1892 and similar laws are now in ef- 
fect in all the provinces. In 1922 these 
taxes collected in Ontario alone 
amounted to $6,523,245. This is more 
than double the amount collected five 
years previously. 
, The rates of duty vary according to 
the amount of property which a per- 
son dies possessed of, the degree of 
relationship in which his heirs or ben- 
eficiaries stand to him, e. g., widow, 
sons, daughters, nephews, sisters, broth- 
ers, etc., and the amount of the legacy 
or share in the estate which each re- 
ceives. 

After the passing of the first Act 
only the property of which a person 
died possessed was liable for payment 
of duty. In time, however, it was dis- 
covered that a great deal of property 
belonging to deceased persons had been 
given by them to others in their life- 
time on which no duty was being paid. 
The meshes of the net were according: 
ly tightened and now all property, with 
a few exceptions, which a person has 
owned and given away in his lifetime 
is liable for payment of the duty. 

An important feature of Canadian 
succession duties is that unless there 
is sufficient cash on hand at the time 
if the testator’s death to pay claims 
and guccession duties, the annuitants 
may not be able to get their support 
for several years. 





NEW POST FOR JULIUS BOHM 





Made Inspector of Agencies of Interna- 
tional Life In East; Isador K. 
Schwartz Gen. Agent, Newark 





Julius Bohm has been made’ inspec- 
tor of agencies of the International 
Life of St. Louis and he will have su- 
pervision over the appointment of gen- 
eral agents of that company in the East- 
ern field. Mr. Bohm has resigned as 
the International’s general agent in 
Newark where he has represented that 
company for more than a year, 

Isador K. Schwartz has been appoint- 
ed general agent of the International 
Life, succeeding Mr. Bohm. The gen- 
eral agency in Newark is on Clinton 
Street. He was formerly with the 
Columbia National Life and has more 
than ten years life insurance experi- 
ence. 





EQUITABLE’S PAID BUSINESS 





Society’s Production For the Last Year 
Was $577,000,000; Exceeds 1922 by 
Over $82,000,000 





During 1923 the Equitable Society 
wrote in paid for business $577,000,000 
exclusive of group business. This ex- 


ceeds the business for 1922 by $82,000,- 
000 and it exceeds the 1920 production 
by $100,000,000. 


ONE POLICY—FOUR TONS! 





Takes Thirty-Three Trunks to Carry 
Forms To Close Southern Pacific 
Group In Metropolitan 





When the representatives of the Met 
ropolitan Life’s group department left 
the home office recently to cover the 
90,000 to 100,000 employes of the South- 
ern Pacific Co. under the group policy 


closed, by Vice-President Kavanagh, 
which will exceed $100,000,000 by a 
large margin, they took with them 


thirty-three trunks containing the ap- 
plication forms, posters and other doc- 


uments necessary to completing the 
transaction. This material weighed 
about four tons. About 60,000 of the 


Southern Pacific employes are on the 


LOANS BY THE PRUDENTIAL 

Mortgage loans totaling $138,000,000 
were made by The Prudential during 
1923. Of this sum $58,000,000 was loan- 
ed on dwellings and apartments, built 
to accommodate 19,000 families, and 
$45,000,000 went into farm loans, the 
balance representing loans for stores, 
office buildings, ete. 

In December the company’s new hous- 
ing loans amounted to $7,000,000, pro- 
viding accommodations for 2,300 fam- 
ilies. 

On December 31 The Prudential had 
$410,000,000 invested in realty mort- 





others in New Mexico, Arizona, Nevada 
and other states. 


BUSINESS IN PHILIPPINES 

In these days of mounting figures of 
life insurance in force and new life in- 
surance paid for, it is difficult for one 
in this country to understand the con- 
ditions that would produce an actual 
decrease in the amount of life insur- 
ance in force. Such was the experi- 
ence in the Philippines. The latest 
figures available are those for 1921 pub- 
lished in the report of the Philippine 
Insurance Department. This report re- 
veals that the terminations in the is- 
lands exceeded the amount of the new 
business, -which from the standpoint 
of the administration of American com- 
panies is an unhealthy condition to say 
the least. 








Paying One Debt and Creating Three 





© —s~._ 


‘The slender debt to Nature’s quickly paid; 
Discharged, perchance, with greater ease than made.” 


When a man dies he pays his debt to Nature; but, if he has a con- 
siderable estate, by dying he creates at least three new debts. 
This is no figure of speech, but the hardest kind of fact. The three 
new debts which a man creates, by dying, are: 
1. The Federal Estate Tax; 
2. The State Inheritance Tax; 
3. The cost of administering his estate. 





The proverb says: 


meet. 


All these debts must be paid in cold cash—the 
first two within a time limited by law, and with 
severe penalties in case of default or delay. 


Provision for these post-mortem debts is usually 
made—if made at all—by cash or liquid securities, 
which are themselves a part of his estate and 
taxable. As these debts must be paid in cash and 
speedily, even liquid securities may have to be 
sacrificed on a falling market. 


‘“‘The man who dies pays 
all debts,””—but that is now a misleading proverb. 
Death instantly trebly mortgages every man’s 
estate. The wise man does not incur unnecessary 
debts nor those which he does not see a way to 
But here are debts which come like a bolt 
from the blue. He has nothing to say about them. 
While he was alive and able to pay they did not 
exist. When he dies they come into being and 
become a first lien upon his estate. 


debts. 


me.” 


The surest and safest 
Post-mortem Debts is to provide 
Post-mortem Cash Assets 


A Life Insurance Policy, while a man is living, 
is a contract; when he dies it becomes cash, For 
the insured man, death creates assets as well as 
Therefore he may say as Cato said when 
he contemplated death and immortality: 


‘‘My bane and antidote are both before 


Emerson says: 


‘Wilt thou seal up the avenues of ill? 
Pay every debt as if God wrote the bill.”’ 


Death will write the bill; see to it that Death 
also provides for its payment. 


way to provide for 





For further details as to what these three debts would amount to in your 
State and in your case, and therefore what cash your administrator will 
need, consult an agent of the New York Life1Insurance Company. 


NEW YORK LIFE.INSURANCE COMPANY 
_ DARWIN P. KINGSLEY, President 











P. S.—If you don’t expect to leave a taxable estate, 
WELL AS PROTECT AN ESTATE. Life In 
taxable by the Federal Government nor by any State—except one or two. 
productive capacity (which death wipes out) life 


- 


remember that a good life insurance policy CAN CREATE AS 
surance, payable to named beneficiaries, up to $40,000, is not 


insurance is more important to you than to the rich man. 


If your chief asset is your 
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Banking-Insurance 
Entente Cordiale 


AGENTS HEAR FINANCIAL 


MEN 





Harmony Between Trust Companies, 
Banks and Insurance Companies; 
Life. Underwriters’ Dinner 





Every other man at the head table 
at the banquet of the Life Underwrit- 
ers’ Association of New York at the 
Astor on Tuesday night was a bank 
or trust company officer, and the three 
principal speakers at the meeting were 
trust company or banking men. Scat- 
tered about among the agents at var- 
ious tables were several representatives 
of banking houses. The bankers were 
impressed by the estimates of 1923 vol- 


ume of insurance in force made by 
President Foehl in starting the meet- 
ing. 


Merrel P. Callaway, vice-president of 
the Guaranty Trust Company, describ- 
ed the functions of life insurance com- 
panies as creating estates and wealth 
and the trust companies as adminis- 
tering and conserving them. An insur- 
ance trust in reality is a simple thing, 
he said. It is merely placing insurance 
policies with a trust company or bank 
with trust powers under a_ written 
agreement that the trust company will 
apply the proceeds in accordance with 
the terms of the agreement. The terms 
of the agreement are simply the wish- 
es of the insured. 

Trust companies do not advocate put- 
ting all life insurance in trust. There 
are many cases where annuities, in- 
stallment payments and other forms of 
settlement now in use fill every re- 
quirement. Also there are many pur- 
poses of the assured which may be ecar- 
red out under the terms of the insur- 
ance contract. jut many cases re- 
quire the flexibility of a trust agree- 
ment and the use of discretion by the 
trust company is necessary. 

On the part of the underwriter there 
will be required some study and an 
analysis of the needs and situation of 
his client, said Mr. Callaway. But no 
more than should be given in that in- 
telligent effort which the underwriter 
of today is making in order to advise 
his client. A man’s attention is quick- 
ly caught when a sincere and practical 
suggestion or plan is before him which 
may help him to solve some problem in 
his own affairs. 

Insurance A Builder of Estates 

Life insurance is a great builder of 
estates, but until recently little thought 
has been given to the continuation of 
these estates and their preservation, 
said William W. Hoffman. vice-presi- 
dent and trust officer of the National 
City Bank. That is where the trust 
companies and banks enter into the sit- 
uation. A trust is a conveyance of 
property; it can be securities, bonds, 
or insurance policies; it is a convey- 
ance to another who takes title and 
manages the proverty according to the 
specific instructions contained in the 
deed of trust. The trustee manages 
the property during a certain length 
of time. naving the income to designat- 
ed beneficiaries, either the wife or chil- 
dren of a relative. When the time fixed 
for the trust to run has expired, the 
trustee then distributes the principal 
to those people who have been desig- 
pated beforehand in the trust instru- 
ment. 

A trust can be created in two ways: 
1. By deed, which goes into effect at 
once, or 2. Bv will, which does not go 
into effect until the will is probated. 
Life insurance policies can he placed 
in either kind of trust. 

There is a time limit. as it 
trary to public 
erty forever. 


is con- 
policy to tie up prop- 
In New York State the 
For 


lime limit is two lives in being. 


example, a trust might be created, the 
income to be paid to the wife during 
her life and after her death the income 
to be paid to the daughter during her 
life and on the death of the daughter 
the principal to be distributed to the 
grandchildren. 

Discretion is essentially the function 
of a trustee, and it is this element 
which distinguishes it especially from 
the annuity payment of the life insur- 
ance companies. Their relationship 
with the insured 1s entirely contractual 
relationship, but a bank or trust com- 
pany is allowed by law to assume the 
relationship of trustee, and in this re- 
lationship the duty of exercising dis- 
cretion can be imposed. 

Comparison of the yield between an- 
nuity payment and insurance trust is 
difficult, said Mr. Hoffman, because in 
the income yield depends upon the in- 
vestment power given the trustee and 
upon the securities selected. A trustee 
can be given discretion to invest funds 


in other than legal investments. In 
that event it would invest.the insur 
ance money in conservative bonds 


which bear a higher yield than Liber- 
ties or municipals. If no discretion is 
given the trustee, it would be bound to 
make investments in securities known 
as “Legals,” which at present show a 
yield of between 4% and 514%. 

Where there are a large number of 
policies in different companies; where 
a special purpose is to be accomplished, 
as insurance to pay inheritance taxes; 
where unforeseen conditions! may aris? 
which it is important to provide for 
through giving discretion to a trustee 

these are examples of some of 
the cases where an insurance trust will 
he desirable. Above all. help protect 
the estate from being wasted. 

Dudley F. Fowler. assistant trust of 
ficer of the Bank of America, siid the 
chief points about the life insurance 
trust were, first, the principal is placed 
beyond the reach of the beneficiary who 
is thereby prevented from spending it. 
second, the trustee is chosen because 
of demonstrated ability in financial mat 
ters, therefore losses which result from 
inexperience are minimized. 

He described the organization used 
and methods of operation of the trust 
department which is customarily in 
charge of a committee which is over 
the trust officers. All investments are 
likewise in the hands of a committee. 
He said that leaving proceeds with the 
insurance company was for ordinary 
purposes snver-safety, and that a larger 
return could be secured through the 
insurance trust. 





CONTINENTAL LIFE’S GROWTH 





Company’s New Business of $12,000,000 
a Gain of 34%: Total Insurance 
$47,426,811 


The Continental Life of Wilmington, 
Del., is each year the first to come out 
with an annual statement, the company 
mailing its statement this year on Jan- 
vary 3. Each year the company re- 
ports a steady, persistent growth but 
lest year was an especially gratifying 
one for the company. New insurance 
paid for amounted to over $12,000,000, 
a gain of 34%. This brings the com- 
pany’s total insurance in force to more 
than $47,000,000, which is a net increase 
of 19%. 

The company’s total admitted assets 
amount to $6.191,324 and they are 138% 
of the liabilities, which total $4,490,634. 





Brigadier-General Smedley Darlington 
Butler, the new. Director of Public 
Safety of the City of Philadelphia, will 
speak at a special luncheon meeting of 
the Philadelphia Association of Life 
Underwriters at the Bellevue Stratford 
on Thursday, January 17. Frederick G. 
Woodworth, president of the associa- 
tion, will preside. James G. Bragg, 
general agent of the Union Central in 
New York City will speak on “Increas- 
ing Your Batting Average.” 





Insurance Record, 1923 





| New Insurance 


$ 96,148,025 
. . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


Insurance in Force 


New England Mutual Life Insurance Co., 


Boston, Mass. 























INCORPORATED 1is71 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 te $90,000.68, 
with premiums payable annually, semi-annually or poe Bas 


INDUSTRIAL Policies from $12.59 te $1,000.00, with premiums payable weekly. 
CONDITION ON — Si, 1922. 





-$ 32,633,933.¢3 
BAIEIOE o ccticnaccncccsccccscceccescescs 74,512,521.59 
Capital and Surplus.................. ‘ 4,121,111. 
Insurance in Force...........scescseees 230,323,163.69 
a te Policyholders.. . 2,331,195.89 
Tetal Payments te Policyhelders ‘since Organization ceceeececccccecs 900,051, 200.93 


JONNW G. WALKER, President 























GENERAL AGENCY IN UNOCCUPIED TERRITORY | 


States of the Middle West that are feeding the world today are 
rich in opportunity for men of General Agency calibre. 
Liberal Contracts direct with the Home Office 
L. J. Dougherty, Secretary and General Manager 


GUARANTY LIFE INSURANCE COMPANY 


Davenport, Iowa 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
has a record of EIGHTY YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street New York 
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AUTO RATE MIXUP 
The present automobile rate informa 


tion situation is one of the worst in 
the history of the business, caused by 
premature publication in a New York 
daily paper of some of the new auto 
mobile casualty rates which were to 
have been officially promulgated on 


January 14 by the National Bureau of 
Casualty & Surety Underwriters co 
incidentally with promulgation by the 


Automobile Underwriters 
that 
emotions of agents 
did the 
be imagined, while those who did see 
it had to telephone for corroboration. 
The feeling of the 
trying to answer all the telephone quer 
termed ruffled. The 
made unhappy 


National 


Conference of body’s rates. 
The 


who 


new 


and brokers 


not see news story can 


bureau people in 


ies can also be 
underwriters also 
the 


executives were 


were 


while fire and marine conference 


considerably perturbed. 
In other words, an uncomfortable and 
most unsatisfactory mix-up. 
leaked. It is up to both 
and try find 


what happened and, if possible, to avoid 


Somebody 
the 


and 


Bureau 
Conference to out 
a similar contretemps. 
TRADE ASSOCIATIONS 

An interesting review of trade asso- 
of which there are so many 
in insurance, is printed by the Depart- 
ment of Commerce, Herbert Hoover, 
secretary. There are hundreds of these 
trade organizations at the present time, 
their organization being dated as far 
back National Asso- 


ciations, 


as 1854 when the 


ciation of Cotton Manufacturers was 
formed. In 1861 the Writing Paper 
Manufacturers Association came _ into 


heing. The Department of Commerce 
traces the history of the trade associa- 
tions, giving the interesting historical 


background. 
Ancient and medieval history is re- 


plete with direct or indirect references 


to trade organizations, which up until 
the last century were not wholly dif- 
ferentiated from labor wnions. In the 
construction of cities and in the con- 
those engaged in a similar industry 


duct of trade both on land and sea, 


the 
their 


(guilds) for 
promulgation of 

The 
is the real ancestor of our modern trade 
but the 


spirit of 


formed associations 


protection and 


mutual interests. medieval guild 
association, 
the 


were 


only heritage to- 


day is good-fellowship. 
kinds of guilds—the 
the direct 


association, 


There two 
“Guild 
sor of trade 
“Guild the 


union. And that remote connection is 


Merchants,” 
the 


craft,” 


and the 


forbear of the labor 
the only one today between the trade 
the 
The early guilds wielded an absolute 


association and labor union. 


system of regula- 
the 
not do 


authority through a 


tions and penalties which modern 


trade association does today. 
The 
achieve results through educating each 
the 


dently proceeding along the proper eco- 


trade association endeavors to 


member in desirability of indepen- 
nomic lines. The old guilds were essenti- 
ally price-fixing organizations and their 
influence proceeded into the earlier Am- 
erican pools. The pool, in fact, was the 

this 
guild 
which 


next the development. of 
the 


came 


step in 
medieval 
the trust 


from 
Next 
flourished until the people rose up in 
the that the Sher- 
man Anti-Trust Law was passed. 


movement 
merchant. 
protest with result 
Developing alongside the trusts, how- 
the American trade 

Under the Federal anti- 
trust act of 1890, covering conspiracies 


ever, were early 


associations. 


in restraint of interstate commerce, the 
brought several of 
these early associations to court. 


attorney-general 


When the Sherman Law was passed, 
July 2, 1890, it was felt that a number 
of trade associations would go out of 
but an examination of the 
records shows that they increased. The 


existence, 


growth of the trade association move- 
ment, however, since 1910 has been 
largely accelerated by the confidence 


produced through various United States 
On May 15, 
1911, the Supreme Court handed down 
its rule of reason in 
Sherman law in the Standard Oil case 
and also its to what 
constitutes a conspiracy in Gompers v. 
Buck’s Stove & Range Company. 

The development of trade 
tions during the recent war was very 
rapid. In 1914 there were approximate- 
ly 800 trade associations in this coun. 
try, and in 1919 it was estimated that 
there were about 2,000; many of these 
were short-lived so the total today is 
nearer 1.800. The War Industries 
Board in 1917 found it necessary to mo- 
bilize all business industries, and the 
best way to do it when it had not al- 
ready been done was to centralize each 
industry into one body or trade asso- 
ciation. This led to the organization 
of many. The spirit of co-operation 
rampant from 1917 to 1920 produced 
many a trade association of mushroom 
variety that soon died. The trade as- 
sociation of today is almost invariably 
a solid organization of substantial men 
who are attempting to do business on 
facts and not fancy, which produces 
results of benefit not only to its mem- 
bers but to their customers and the 
public. 

The Department of Commerce makes 
the following interesting prophecy rel- 
ative to probable development: 

The assistance of the Department of 


Supreme Court decisions. 


reference to the 


clarification as 


associa- 


precur- 


Commerce and other agencies in the 
last few years has been an acknowl- 
edgment on the part of business men 
and our Government of the vital nec- 
essity to our modern industrial and 
commercial I’'fe of the successful oper- 
ation of trade associations. Sine these 
trade associations represent a_ large 
proportion of the industry and com- 
merce of the country an amazing 
amount of invested capital and sales 
and a tremendous number of employees 

it is very necessary that these organ- 
izations be recognized as representing 
the actual industrial and commercial 
life of the Nation. The trade associa- 
tion has had to overcome many vicissi- 
tudes, largely of its own making. but 
its future holds large possibilities of 
constructive development. 


This future of the trade associations 
in America is obviously a matter for 
pure speculation, but as business men 
are coming more and more to realize 
that business is not a game of chance 
but is a sc‘ence for study and anplica- 
tion, that there are laws of action and 
reaction, ebb and flow. cycles of pros- 
perity and depression that must be rec- 
ognized, these business men are turn- 
ing more and more to their trade asso- 
ciations as fact-finding bodies, conduc- 


ted as business organizations to help 
them and to benefit all concerned—pro- 
ducer, distributor and consumer. Des- 


tructive competition is now recognized 
as not due alone to an inherent desire 
on the part of the business man to 
“svat even,” but eauallv it is due to his 
ignorance of facts. Therefore. an as. 
sociation which furnishes him with 
facts upon which he can base his pres- 
ont action and to a degree judge the 
immediate future is an organization 
which he needs and which the Nation 
needs. 


Trade associations, which do not fully 
think it now. will increasingly come to 
realize not only what thev can but also 
what they should do. There will be a 
growing understanding between them 
and their customers and their Govern- 
ment. And all of these modern trade 
associations. as business. fact-finding 
and disseminating organizations, now 
so firmlv established. will become. as 
manv now are. an ever increasing fac- 
tor in our National industrial life. 





Charles C. Hazell, who for sixteen 
vears has been inspector of agencies 
for the Southern States for the Equit- 
able Life Assurance Society. with 
headquarters at Baltimore, Md.. has 
been made manager of the Equitable 
Society for the State of Georgia. with 
headquarters in the Healey Building, 
Atlanta, Ga. Mr. Hazell takes charge 
of his new work immediately. 


* * @ 


R. T. Stuart, president of the Mid- 
Continent Life of Oklahoma, first en- 
gaged in the life insurance business as 
an agent when nineteen years old. AI- 
though executive duties necessarily oc- 
cupy a large part of his time he keeps 
in close touch with the agents of the 
company because he has never lost his 
enthusiasm for the producing end of 
the business. 


K. A. Debaum, of the burglary de- 
partment of the Aetna Casualty & 
Surety, is in the Presbyterian Hospi- 
tal in Newark recovering from an op- 
eration for appendicitis. 


Charles Jerome Edwards, general 
agent of the Equitable in Greater New 
York, who takes fascinating trips to 
out-of-the-way corners of the world 
instead of merely journeying to Europe 
or some other such prosaic place for 
vacation, has made his plans for a 
month's visit to Northern Africa. He 
has already made one trip to the 


desert of Sahara, but on this trip will 
visit some places in Northern Africa 
where he has not been previously, 

















The Human Side | 








HOWARD P. MOORE 





Howard P. Moore, whose trip to 
South America is discussed elsewhere 
in this paper, is manager of the Amer- 


ican Foreign Insurance’ Association. 
For some years he was an officer of 
the Home 


Insurance Company. 
» * e 

Frederick G. Dexter, son of George 
T. Dexter, second vice-president of the 
Mutual Life, is temporarily in charge 
of the Newark office of that company 
until the manager appointed by the 
company is ready to take charge. Mr. 
Dexter is agency inspector of the Mu- 
tual Life and in that position travels 
all over the country righting troubles 
wherever they crop up in agency cir- 
cles. Frequently Mr. Dexter acts as 
head of an agency pending permanent 
changes in the staff and also adjusts 
other difficulties. 

* * 

A. D. Anderson, the new manager of 
the Aetna Life at Winnipeg, Canada, 
was assistant manager of that agency 
under J. D. Johnston, who has been 
transferred to Toronto. Mr. Anderson 
became a life insurance salesman in 
July, 1915, and aside from insurance he 
takes an interest in advertising. He is 
president of the Winnipeg Life Under- 
writers’ Association, a member of the 
executive committee of the Life Under- 
writers’ Association of Canada, a di- 
rector of the Federated Budget Board 
of Winnipeg, Inc., and chairman of the 
Life Insurance Division. 

* * 

Mrs. Carroll Lewis Vinson, a success- 
ful insurance agent in Houston, Tex., 
is the subject of a two column sketch 
in the Houston “Dispatch” of Decem- 
ber 30. She is the intelligent and hard- 
working woman who went into insur- 
ance at the suggestion of Col. E. M. 
House, a personal friend. The inter- 
viewer not only discussed Mrs. Vinson’s 
insurance activities but her charities 
and public spirit. 

* ¢ * 

E. H. Taylor, superintendent of agents 
at the home office of the Maryland As- 
surance Corp., of Baltimore, was a vis 
itor in town this week. 

= 2 

Leo F. Fitzpatrick, vice-president and 
office manager of the Kenny Agency, 
has returied to his office after having 
been away some time suffering with a 
broken arm sustained in a subway ac- 
cident recently. 

* * @ 

President J. B. Levison, of the Fire 
man’s Fund, was a visitcr here this 
week. Asked if there wag any news in 
his trip he said: “No, I am just on one 
of my commuting trips to New York.” 

His real reason-for coming to New 
York was to meet his son who arrived 
on the “Majestic,” 











January 11, 1924 


THE EASTERN 


UNDERWRITER 





13 














Fire Insurance Department 











Pres. A. W. Damon, Of 
Springfield F. & M. Dies 


SIXTY YEARS 





IN INSURANCE 





Held in High Esteem Throughout Fra- 
ternity; His Interesting Descent; 
Began as Office Boy 





A. Willard Damon, president of the 
Springfield Fire & Marne, he!d in high 
esteem throughout the fire insurance 
business, died in Springfield Hospital 


on Monday morning at the age of sev 
enty-six. His administration has been 
long and able. For some time Mr. Dn 
mon, whose physique was slight, had 


been in poor health, but it improved 
so much that the day before Christmas 
he was able to visit the company's of 
fices, although he was unable to attend 
a funeral on December 26 of Ardrew 
B. Wallace, a fellow member of the 
city’s board of commiss‘oners on sink- 
ing funds, when he had been named 
as one of the honorary pallbearers. 
Mr. Damon was not only a celebrated 


insurance executive and a_ prominent 
figure in Springfield finance, but he was 
an outstanding personal‘ty. This ws 


evidenced by stories of his career in 
daily papers .of Springfield following 
his death, the “Daily News” printing 
four columns. 

Ancestor Came Here in 1628 


Born in 1847, his ancestry in this 
country dated back to John Damon, 
who came as a boy from Kent, Eng- 


land, to Plymouth in 1628 and became 
commander of a company of Colonial 
militia under Captain Miles Standish. 


John Damon, being an orphan, came 
to America with his uncle and guar- 
dian, William Gilson, a man of some 


distinction in the colony, being a mem- 
ber of the governor’s council and one 
of the founders of the town of Scituate. 
John Damon’s sons, John and Zachary, 
who served in King Philip’s war, Capt. 
Peter Sears, who commanded a compa- 
ny of militia in the Revolutionary war, 
and other members in other capacities 
helped weave the family into the fabric 
first of the colony and then of the young 
nation. 

There had been Damons at Scituate 
for more than 200 years when Davis 
Damon in 1849 moved his family to 
East Beston to engage in business as 
a bnilding contractor and thus came 
into contact with the designing and 
building of famous clinner shins. which 
remained throughout his life a source 
of keen interest to A. Willard Damon. 
Hav ng gone to Boston when two years 
old, he haunted as a boy, the shinvards 
where Donald Mackay was turning out 
the heputiful ocean fivers that kent 
America leading the world on the seven 
Seas. | i¢ 

Student of Merchant Marine 

The jelder Damon for some years 

made all the models for the Mackay 


clipper ships and his son came to know 
intimately some of the more famous 
ones. He liked to recall the launching 
in 1869 of the Glory of the Seas, Mack 
ay’s last ship, which recently was des- 
troyed after a famous career, having 
given Robert Louis Stevenson the in- 
spiration for one of his stories. As a 





A. W. DAMON 


result of this early experience Mr. Da- 
mon had an abiding interest in the 
development of the American merchant 
marine. One of the many interesting 
papers which he read before “the club,” 
of which he was for many years an im- 
portant member, was prepared during 
the World War and was an exhaustive 
study of our merchant marine and the 


EXAMINATION BY STATE 





New York Insurance Department Com- 
piling Information About Na- 
tional Board 

The National Board of Fire Under- 
writers is being examined by the New 
York Board of Fire Underwriters. 
C. G. Smith is in charge of the exam- 
ination. 

The Department has in the past ex- 
amined thoroughly and made interest- 
ing reports on the New York Fire In- 
surance Exchange, the Suburban Fire 
Insurance Exchange, the Sprinkler 
Leakage Conference and some _ other 
organizations, but they are rate-making 


bodies. The National Board does not 
come under that classification as_ it 
makes no rates. However, the Actu- 


arial Bureau of the National Board com- 
piles loss data which eventually will 
enter into consideration of underwrit- 
ing profit calculations, and, therefore, 
indirectly in rate-making. 














J. A. Kelsey, General Agent 
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MARINE AND FIRE 
INSURANCE COMPANY 
LIMITED 


UNITED STATES FIRE BRANCH 


45 JOHN STREET, NEW YORK 


George Z. Day, Asst. Gen. Agent 

















Chartered 1811 


NEWARK 
FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


A. R. MONROE, President T. L. FARQUHAR, Vice-President & Secretary 




















National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement, January 1, 1923 








RESERVE FOR ALL LIABILITIES. .....00.ccccccccccccvece 19,525,218.56 
WON BUD OE oo in csc ade cenuandcesccckacecdauseeiaxacie inka 8,350,064.24 
CONTINGENT RESERVE FUND........ccccsccsscecsscecees «» 500,000.00 
PSSMIT DR i ii ins cotci vas cacahasaceruadvaidadetarsadiew 30,375,282.80 
TOTAL SURPLUS TO POLICYHOLDERS............. eoeeesee 10,850,064.24 


H. A. Smith, President 


S. T. Maxwell, Secreta: R. M. And , Abst. f 
F. D. Layton, Vice-President = our, BSe" 


C. B. Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
G. F. Cowee, Asst. Secretary 


———____——_—_— 
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CHARLES HOYT SMITH 
OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 





We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis ea 
Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
| Agents for the Globe Indemnity Company. 





























LEWIS & GENDAR 


Incorporated 
NEW YORK CITY AGENTS 


National Liberty Insurance Co. of America 
Caledonian Insurance Co. 
The Commonwealth Insurance Co. of New York 


London & Scottish Assurance Corp., Ltd. 
United Merchants Insurance Co. 


BROOKLYN AND SUBURBAN AGENTS 
National Liberty Ins. Co. of America 
Northern Assurance Co., Ltd. Firemen’s Ins. Co. of Newark 
The Commonwealth Ins. Co. of N. Y. United Merchants Ins, Co. 
London & Scottish Assur. Corp., Led. Indemnity Ins. Ca. of N. A. 
NEW YORK OFFICE BROOKLYN OFFICB 
ONE LIBERTY STREET 198 MONTAGUE STREET 


Telephones: John 0063-64-65 "Phones: Main 6870-71-72 
a 

















ws 


|e nomen te He NRE Se EN CNR aa atin TPeacoeteame 

















14 


THE EASTERN UNDERWRITER 





January 11, 1924 





possibility of its development. On the 
occasion of the 25th anniversary of his 
election as president of the Fire & Mar 


ine, his associates appropriately gave 
him a beautiful nautical clock with 
ships bells attached which announced 
the watches at sea instead of the con 


ventional hours. 

While his father was thus connected 
with shipbuilding young Damon was 
going to school and in 1862 he graduat 
ed with honors from the Chapman gram 
mar chool, being one of the four 
Franklin medal pupils. He then ob 
tained a position as office boy with the 
Washington Insurance Company. This 
company wrote much marine insurance 
and this particularly interested Mr. Da 


mon, who in the line of his business 
had to make a careful study of the 
columns of shipping news in the Bos 


ton papers. He won promotion by in 
telligence and diligence. 

The Washington Insurance Company 
had offices on the State Street side of 


the old State House and next to it was 
the Boston branch of the Springfield 
Fire & Marine, of which many years 
later Mr. Damon was to become the 
head Because of heavy losses result 
ing from the Boston fire of 1872, the 
Washington was reorganized taking 
the name of the Washington Fire & 
Marine and in this organization Mr. 
Damon steadily advanced until in 1880 


he was made secretary of the company. 


Seven years lated he resigned to be- 
come special agent for New England 
for the Franklin Fire. The Springfield 
offered him a position as special agent 
for New England in 1889. After a few 
months in the field he came to the home 
office as assistant secretary. In 1895 


he was elected president 
The San Francisco Earthquake 
One of the notable events in 
his career was his visit to California 
following the earthanake where th: 


most 


company had $1,642,000 of liability. He 
turned securities into cash to the 
amount of more than one million and | 


went to the coast. There he was a 
stickler for full payment of losses, tak- 
ing an emphatic position against scal- 
ing loss payments. 
For seven years 
were viven to the 
president by a group at the Colony 
Club, Springfield. He belonged to a 
great many clubs and organizations and 
was popular in ali. He was a widow- 
er and lost an only child, a son, soon 
after he came to the Springfield. 


Dinners” 
Springfield 


“Damon 
veteran 


FIELD MEN HOLD MEETING 





N. D. Gildersleeve and W. E. Buell El- 
ected Members of Suburban 
New York Field Club 


The sixty-sixth monthly meeting of 
the Suburban New York Field Club was 
he'd at the Hotel St. George, Brooklyn, 
last Monday. ‘William Riordan, local 
secretary of the Sun Insurance Office, 
scheduled to give an address on lease- 
hold insurance was unable to be pres- 
ent. 

There were about twenty-five in at- 
tendance and a resolution on the death 
of George Quinn, of the New Zealand 
Insurance Co., who was killed in an au 
tomobile accident in Massachusetts re- 
cently, was adopted. Mr. Quinn’s death 
is the only one among the members in 
the last year and a half. 

Two new members were enrolled in 
the club: Norman D. Gildersleeve, of 
the Continental Insurance, and W. E 
Buell, of the Newark Fire. 

NEW GRAIN ELEVATOR RATES 

Under a new schedule of rates for 
grain stored in fireproof elevators which 
becomes effective in January, rates in 
the territory under the jurisdiction of 
the rating organizations of New York 
state are reduced about 25%. This 
will make a material reduction in rates 
for more than a dozen elevators in Buf- 
falo and two or three in the vicinity 
of New York City. 


NOW IN FIVE STATES 


of Baltimore Enters New Jer- 
H. M. Benjamin To Have 
That Field 


Central 
sey; 


The Central Fire of Baltimore has 
been licensed in New Jersey. Bm. MM. 
Benjamin who has been special agent 
for the company for Pennsylvania will 
also have New Jersey. Other states 
in which the Central operates are Mary- 
land, New York and West Virginia. 





ORGANIZE MANHATTAN F. & M. 





John H. Packard Elected President; 
Other Officers and Directors; 
Gets New York License 


Stockholders of the Manhattan Fire 
& Marine last Friday elected directors 
of the new company which is now fully 
organized to begin underwriting. Per- 
mission to write in New York has been 
secured from the Insurance Depart- 
ment and admission to other states will 
be sought in the near future. The 
Manhattan F. & M. will begin business 
with $400,000 capital and $600,000 sur- 
plus, as running mate of the London 
Assurance Corporation. 

The directors of the new company 
are as follows, all being residents of 
New York except as noted: 


James H. Post, trustee of London <Assur- 
ance, of B. H, Howell & Co. 

Moreau. Delano. trustee of London Assur- 
ance, of Brown Bros. & Co. 

Justus Ruperti, trustee of London Assur- 


ance, of Hardy & Ruperti. 

Everett W. Nourse, vice-president. 
William H. Hotchkiss, counsel] for 
pany. 

Charles D. Dickey, of Brown Bros. & Co. 

*. J. Fuller, vice-president of Central Union 
Trust Company. 

Percy H. Jennings, president 
ican Trading Company. 

John H. Packard, president. 
James N. Jarvie, trustee of London 
ance, 

Hendon Chubb, of Chubb & Son, marine gen- 
eral agents. 


the com- 


of the Amer- 


Assur 


eae Mendell, vice-president, San Francisco, 
alif, 

A. P. Villa, president, treasurer and director 
of A. P. Villa & Bros., silk importers, 

G. H. Marks and EF. C. H. Durham, 
rranagers London Assurance Corporation, 
don, England, 

Officers of the company have been elected 


joint 
Lon- 


as follows, all being representatives of the 
London Assurance: 
President—John H. Packard, United States 


manager, 
Vice-Presidents—Everett W. Nourse, assistant 
manager, and J. M. Mendell, Pacific Coast 


manager, 
Secretary—Frederick A. Johnston, 


tendent of the loss department. 

Assistant Secretary—William 
secretary, 

For the present the business of the 
Manhattan Fire & Marine will be hand 
led entirely by the home office and field 
organization of the London Assurance. 
Its underwriting policy will follow that 
of the parent company. 


superin- 


Schaefer, loca! 





MERCHANTS REORGANIZED 





Old Rhode Island Company To Start 
Anew Under Starkweather & Shep- 
ley, Inc., With $500,000 Capital 


The Merchants Insurance Company 
of Providence, which has been inactive 
since 1900, has been reorganized and 
will shortly resume business under the 
management of Starkweather & Shep- 
ley, Inc., as general agents. It will be 
operated in conjunction with the Rhode 
Island Insurance Company. The Mer- 
chants was started in 1851, but rein- 
sured its outstanding liability in 1900 
with the National of Hartford. 

The Merchants will start anew with 
capital of $500,000 and a l’ke amount 
in surplus. Officers include Emil G. 
Pieper, vice-president of Starkweather 
& Shepley, president; Frederick S. 
Peck, banker. vice-president; Tunis 
Johnson. assistant secretary of the 
Rhode Island, secretary. Starkweather 
& Shepley, Inc., recently purchased all 
the stock of the Merchants. part of 
which is now being sold to individuals. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE. CO. 


of Newark, N. J 
Organized 1855 . 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ..  9,004,301.01 


Net Surplus 4,436,386.20 


"Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Seeretary 


: THE 
Girard F. & M. 
INSURANCE CO. 


ef Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 














Nea] Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Seeretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance "und 
and all other 
liabilities ....  1,829,033.00 


Net Surplus 1,452,589.00 


Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 














LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Restaurants Lead te 
Number of Local Fires 


LOSSES IN 227 
Only One Cafe Figured in Loss Reports; 
Radio Fires in Plants and 
Stores 


LAST YEAR 





The committee on losses and adjust- 
ments of the New York Board of Fire 
Underwriters hag recapitulated the loss 
classifications of the year under the 
title of “What is burning.” From time 
to time the committee has sent out 
information on this subject but the lat- 
est list is for the twelve months’ pe- 
riod. 

It develops in this list that there are 
more restaurants which burn than any 
other classification, 227 of them figur- 
ing in the loss reports of the year. The 
second biggest group of losses was 
clothing. Cigars and stationery stores 
came next with 79; drygoods, 78; dress- 
es and waists, 78. Some of the other 
classifications follow: Printers, 60; 
candy and cigars, 57; ladies’ wearing 
apparel, 46; furniture, 42; furs, 42; 
drug stores, 41; paper and rags, 32; 
luundry 31. 

During the year fur fires have been 
under considerable investigation and 
one such fire has been investigated by 
the fire marshal. Other fire marshal 
investigations include a distilling plant 
fire, a laundry fire, auto supply fire, two 
clothing fires, a hat and cap fire, a 
restaurant fire, a cigar and stationery 
store fire, a fire in a fish place, a fire 
in a tailor shop, a fire in a jewelry 
store. 

Ten Fires in Coal Yards 

There are lots of human _ interest 
facts about the report. For instance 
there was only one loss in a cafe in 
Greater New York despite the fact that 
cafes dot the town and some of them 
are open all night. There were ten in 
coal yards. There were five fires in 
department stores and four in dance 
halls. There were seven fires in Five 
& Ten Cent stores. There was one fire 
im a gas works, a bad place for a fire. 
There were five fires in junk shops. 
Evidently garages have not driven out 
the livery stables entirely as there were 
six fires in such stables. There were 
fifteen fires in candy factories and one 
in a chewing gum factory. 

Evidently careless conditions exist in 
doll and toy factories as there were 
twenty-four fires in these factories. No 
one could complain about the careful- 
ness of illicit still manufacturers. 
There wag only one such fire in 1923. 
Not all Panama bats are made in Pan- 
ama as there was one Panama hat fac- 
tory fire in this city last year. The 
radio is a new industry, but has been 
on the map long enough to have had 
two fires in 1923 in plants. There were 
also five fires in radio supply stores. 

There were fires in a suspender fac- 
tory, a chewing gum factory and soap 
factory. There were seven fires in var- 
nish factories. There was even a fire 
in a pickle factory. 

Any one who has gone into a fish 
store and shivered will be surprised to 
learn that there were five fires in fish 
stores. There was one fire in a wine 
storage place. Of seventeen theatre 
fires, four were of moving-picture 
films. The famous Tiffany studio had a 
fire and one undertaker had a fire. 

Among the-retail store dealers, out- 
side of restaurants, cigars, drygoods 
and candy, the following had the most 
number of fires: Boots and shoes, 30; 
furniture, 42; fruit and vegetables, 30; 
millinery, 25. 





E. W. HARDIN RESIGNS 
E. W. Hardin has resigned as insur- 
ance commissioner of Oklahoma to go 
into the business for himself. F. E. 
Young, who hag been Mr. Hardin’s as- 
sistant, is now acting commissioner. 











ORGANIZED 
1853 


CASH CAPiTAL 
$18,000,000 








LOOK AHEAD IN 1924 





What does 1924 hold in store for the insur- 
ance agent? That is a question which any 


agent can answer by his own limitations. 
New fire business under the present in- 
crease in building activity should be good. 


Then there are the side 





lines—Rain, 
Tourist Baggage, Parcels Post, and many 
others—all good possibilities for developing 


a larger local business. 


You shall determine your income in 1924 


by your own activities. 








HE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 














Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 
































Gov. Cox Would Admit 
Reciprocal Exchanges 


WANTS 





PROPER SAFEGUARDS 


His Address to Massachusetts Legisla- 
ture; Attorney Howell Expresses 
His Gratification 





The delicate relations now existing 
between the commonwealths of Mis- 
souri and Massachusetts by reason of 
the attempt of Commissioner Hyde, of 
Missouri, to prevent Massachusetts 
companies from obtaining renewals of 
licenses there, in which position he has 
been backed by his brother, the Gov- 
ernor, has had the attention of Gov- 
ernor Cox, of Massachusetts, and consid- 
erable interest was evidenced as to 
whether that executive would discuss 
the matter in his address to the Massa- 
chusetts legislature when it convened 
last week. 

Governor Cox made this reference to 
the controversy: 

“I also recommend an immediate 
change of policy which will permit the 
local organization of reciprocal insur- 
ance associations under proper safe- 
guards and to admit for the transaction 
of business within this commonwealth 
such reciprocal insurance associations 
from other states as can comply with 
proper Massachusetts standards. I 
make this recommendation because of 
the successful experience of other 
states with this form of insurance car- 
rier and because of the incentive under 
this method to eliminate needless loss 
and to reduce the cost of insurance to 
the minimum.” 

In discussing the Governor’s message, 
Charles M. Howell, Kansas City law- 
yer, and representative of the recipro- 
cals, said to The Eastern Underwriter: 

“We are much gratified at the atti- 
tude of the Massachusetts executive 
and feel sure that it will result in the 
passage of a satisfactory law in Massa- 
chusetts specifically providing for re- 
ciprocal insurance.” 





BOSTON’S CREDIT RULE 





Agent or Broker Must Pay By the End 
of Second Month Following Is- 
suance of Policy 





The Boston Board, at a special meet- 
ing last week, adopted the amended 
proposition to govern the credit exten- 
sion evil. As now worded the rules are 
as follows: 

Brokers and agents or sub-agents 
shall be held liable for all policies de- 
livered to them or written upon their 
application. The premivrms thereon 
shall be paid by the agent and broker 
to the writers of the policies (not waiv- 
ing any legal rights of the companies) 
not later than the last day of the sec- 
ond month following the issuance of 
the policy, and failure to pay such pre- 
miums on or before the date above 
stated is a violation of the rules of 
the board. 

“Failure to collect from the insured 
shall not excuse the broker, agent or 
sub-agent for non-payment. Policies on 
which premiums have not been collect- 
ed may be returned for cancellation to 
the writers of said policies in lieu of 
payment as above, provided they are 
returned not later than sixty days from 
the dates on which they attach. No 
expired policy may be so returned, but 
the broker, agent or sub-agent shall be 
held liable for the premium thereon.” 


GARVIE HEADS FIELD CLUB 

R. S. Garvie, of the Aetna, was last 
week elected president of the Western 
New York Field Club, at the annual 
meeting held in Rochester. Other of- 
ficers are: Vice-president, N. C. Row- 
land, Michigan F. & M.; secretary- 
treasurer, R. T. Stewart, North British 
& Mercantile; chairman of the execu- 
tive committee, M. B. Seymour. Aetna, 
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epresentatives of the New York Under. 
writers Agency enjoy all of the advan- 
tages that come from sharing in the 
work of alarge national organization 





HERE are representatives of the New York Under- 

writers Agency in 7,947 cities and towns in the United 
States and Canada, and there is an efficient corps of field 
men giving thoughtful, personal service to every one of 
these agents. Wherever a risk is located or wherever there is 
need for cooperation, prompt action can be depended upon. 

Insurance men, generally, agree that the New York 
Underwriters Agency has, since its founding in 1864, de- 
veloped the finest kind of an underwriting organization, and 
agents realize that many of the ideas that are today making 
their work more profitable originated in the offices of this 





well-known General Agency Headquarters. 






New York Underwriters Agency 


I, A.&J.H.Stoddart | 
Baie 100 William Street New York City | 
y 


\ The New York Underwriters Agency is an insurance underwriting headquarters that is repre- 
sented in all parts of the country. Since 1864 this General Agency organization has been 
a factor in the economical distribution of insurance protection and it has endeavored to 
merit the position of leadership that it occupies today in the insurance world. 
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The National 








Board’s President 


An Editorial Estimate of H. A. Smith; His Personality, Insurance Career and 
Favorite Maxims; How His Activities Are Viewed By Members of Insurance 
Fraternity; President of National Fire and of Factory Insurance Association, and 
Chairman of United States Chamber of Commerce Insurance Committee 


By Clarence Axman 


Fire insurance is no longer a business 
in which leading exponents are bored. 
There was a time when routine pre- 
vailed to such an extent that the chief 
concern was about losses and the pre- 
dominant interest was for an officer to 
paddle his own canoe to safety, with- 
out much thought as to what happened 
to the other craft. But those days have 
gone by. Big things are happening in 
the world of insurance; great problems 
presented to be solved; vital interests 
to be met. There is everywhere evi- 
dence that less stress is being laid on 
self. Instead has come an added sense 
of responsibilities which those in the 
business have to insurance as a whole, 
a community interest which must be ap- 
preciated and guarded if the business is 
to be safely guided over the shoals and 
rocks which beset the course. 

These problems of fire insurance, fac- 
ing the business as a whole, must be 
met with wisdom, with judgment, with 
experience, with diplomacy, with adapt- 
ability, with an eye not on mere mate- 
rial things but from a public relation- 
ship viewpoint. It is the public which 
in the last analysis must be satisfied. 
Insurance is the foundation stone of 
credit and that stone must not be jarred 
or dislodged the fractional part of an 
inch. 

The Leaders 

Who is it that is making the insur- 
ance wheels go round so that the revo- 
lutions will make the wheels all the 
stronger? In other words, who are the 
leaders in fire insurance? ‘There are 
many of them. Maybe, a_ thousand. 
Some are underwriters whose names are 
known in every fire insurance office in 
ine world; some are so very obscure 
that their acquaintance consists of 
merely a handful; yet, these men may 
be important and integral members of 
some committee working hard and pa- 
tiently to clear up a situation about a 
form or an engineering problem in order 
that better protection may be given to 
thousands of assured. 

The Eastern Underwriter has printed 
stories about some of the most promi- 
nent of these executives in the past and 
this particular article will try and throw 
some light on one of the most important 
of all the figures now helping direct the 
destiny of fire insurance, and that is the 
president of the National Board of Fire 
Underwriters and the chairman of the 
insurance committee of the United 
States Chamber of Commerce, H. A. 
Smith, who is president of the National 
Fire Insurance Company of Hartford. 
He is also a director of the Chamber. 

Although at the period of his greatest 
activity and mental strength, Mr. Smith 
has already won most of the honors 
which can go to an insurance company 
president. He has been president of the 
Eastern Union ‘and some other organiza- 
tions; is now president of the Factory 
Insurance Association; and he has fre- 
quently held the helm as chairman of 
the executive committee of several com- 
pany organizations. The fact that he 
has been elevated to these positions by 
his confreres in the business tells as 
Well as anything can the esteem in 
which he is held by fire insurance peo- 
ple of the first rank. While keenly alert 
to the interests of his company, when 
acting upon committees or in official 
dositions as the representative of all 


companies he is unusually fair and im- 
partial, and for that reason, as well as 
for his expeditiousness, he is much de- 
sired as a presiding officer. 
Not Easy to Write About 

This is a difficult story to write as 
Mr. Smith was not seen personally by 
the writer; furthermore, while possess- 
ing one of the best-known names in the 
country very little has been written 
about his personality, which is de- 
scribed in the fraternity as powerful but 
elusive. It might be said of him that 





H. A. SMITH 


he is one of the most discussed of all 
underwriters and yet one of the least 
written about. Likewise, he is not the 
type of executive about whom anecdotes 
gather. The present estimate of him 
was gathered from men who have been 
associated with him for years either in 
his own organization or through com- 
mittees and organizations where he has 
been prominent. 

One of the first things which the 
writer was told about Mr. Smith by rep- 
resentatives of other companies was 
this: 

“He does not duck responsibility. He 
is perfectly willing to assume a burden 
if convinced that the cause should enlist 
his interest as a representative of fire 
insurance. Once unbuckling his shield, 
however, he is 100% interested. Not 
only that, he gets right down to the bot- 
tom of the proposition and keeps fol- 
lowing it to its logical conclusion. His 
ability to grasp big situations has not 
made him lose sight of small ones, and 
his comprehension covers a sweeping 
vision. There are many men who are 
temporarily or superficially interested in 
insurance problems, but Mr. Smith can 
watch a situation develop and keep 
abreast of it.” 

This informant told The Eastern 
Underwriter that he did not know it to 
be a fact, but he was willing from past 
experience with Mr. Smith to gamble 
that this latter could pass a pretty good 
examination on the acquisition cost 


agreement which was fixed up by the 
casualty insurance companies, general 
agents, and agents, following the re- 
quest of Superintendent Stoddard that 
they get together and try and bring san- 
ity out of a distressful situation. While 
this on its face is a strict casualty 
insurance situation the fact that it was 
a brand new development in insurance 
Supervision—-the states seeking through 
the companies themselves to. bring 
about a change relating to commissions 
paid producers by companies—made it 
important enough to warrant the sub- 
ject of this article learning what it 
was all about. As a departure in in- 
surance supervision there were possi- 
bilities that it might ramily into tire 
insurance and, therefore, should enlist 
the attention of the fire insurance fra- 
ternity. 
His Work for National Board 

As a conscientious and intelligent 
committeeman of the National Board 
Mr. Smith has picked up a lot of in- 
formation which is of inestimable value 
to the business. In 1910-11 he was on 
the finance committee; the following 
twelve months he was on the commit- 
tee of lighting and heating and patents; 
in 1915 he had his first experience on 
the executive committee, serving at the 
same time on the fire prevention com- 
mittee. He first became a member ot 
the committee on laws in 1913; and in 
1915 went on the Actuarial Bureau Com- 
mittee. He did remarkably fine work 
as chairman of the construction of 
buildings committee from 1916 to 1918 
and in 1918 became chairman of the 
committee on laws. He went on the 
public relations committee in 1918, serv- 
ing three years; on the uniform ac- 
counting committee in 1919; on the 
executive committee again in 1920; on 
the law committee the same year; anda 
year later became chairman of the ex 
ecutive committee. It will be seen that 
these committees cover a mighty wide 
range of subjects, but no matter what 
committee he was on he gave his time 
ungrudgingly and worked hard. 

Underwriting Profits 

Possibly as brilliant a piece of con- 
structive work as he ever did was in 
preparing the Actuarial Bureau’s pam- 
phlet of what constitutes a reasonable 
underwriting profit and the method of 
determining same. 

The Actuarial Bureau committee was 
created at the request of the insurance 
commissioners to provide uniform clas- 
sification and to collate loss experience. 
It files classified returns for each mem- 
ber of the National Board in more than 
a dozer states, saving a lot of lost mo- 
tion for companies which otherwise 
would have to act individually. 

It was this committee which filed with 
the commissioners Mr. Smith’s pam- 
phiet. This document proved one of the 
most important briefs which was ever 
prepared in fire insurance. The basis of 
the brief was that underwriting profit 
should be calculated on earned pre- 
miums less the incurred losses and in- 
curred expenses; that banking results 
were a thing apart and were not to en- 
ter into the calculations. As a result 
of the filing of this brief, together with 
arguments before the commissioners’ 
committee, it was decided that 5% was 
the minimum reasonable underwriting 
profit and that 3% additional should be 
allowed to provide for conflagration. 


The commissioners’ convention ap- 
proved this and stockholders of the fire 
insurance Companies breathed easier be- 
cause Mere underwriting profits for some 
years had been negligible and if the 
banking profit had been made to reflect 
in the rates, the fire insurance edifice 
might be rocked by some great confla- 
gration or series of unexpected heavy 
losses. 

Hyde Tried to Upset Convention’s 

Action 

Despite the fact that the convention 
had endorsed the majority report of the 
commissioners’ committee on the under- 
writing profit tormula, Commissioner 
Hyde, of Missouri, the most radical of 
the commissioners, a departmental head 
who started to criticize the stock com- 
panies a few days atter he entered 
oflice, sought to overturn the action of 
the convention and filed a long series 
ot allegations charging the companies 
with making swollen profits, and with 
luany Other accusations, including sev- 
eral that the companies made it a prac- 
tice to doctor their figures. When it 
came to a vote the convention at the 
Astor a few weeks ago, stood by the 
committee report on the theory that 
it had exhaustively threshed out the 
subject in past conferences with the Ac- 
tuarial Bureau Committee for a couple 
of years and the new formula should 
at least be tried out. A new commit- 
tee was appointed, however, to watch 
the subject and other topics of fire in- 
surance interest. 

In discussing the part that Mr. Smith 
played in the Actuarial Bureau commit- 
tee conferences with the committee of 
the National Convention of Insurance 
Commissioners, Wilfred Kurth, chair- 
man of the Actuarial Bureau commit- 
tee at the time, and now chairman of 
the executive committee of the National 
Board of Fire Underwriters, said: 

“The companies are immensely in- 
debted to President Smith, of the Na- 
tional of Hartford, now president of 
the National Board, for the tremendous 
amount of time he spent in research, 
the results accomplished in compiling 
data in tnis connection and the form in 
which the brief was prepared. It was 
one of the finest pieces of constructive 
work which the fire insurance business 
has yet seen. Nor should the members 
of the sub-committee of the A. B. C., 
which had the responsibility for the 
negotiations with the commissioners in 
this important matter — including 
Messrs. James Wyper, Jesse E. White, 
Hugh R. Loudon and J. E. Lopez—be 
overlooked for the painstaking and con- 
scientious work they did through long 
hours and over a period of several 
years, at times with much inconvenience 
to themselves.” 

In this statement Mr. Kurth referred 
to the earlier work of the Actuarial 
committee. This was followed by some 
additional remarkably able work by Mr. 
Smith in the insurance companies’ an- 
swers to Mr. Hyde’s allegations. The 
replies to the allegations were printed, 
taking up about fifty-seven pages of 
type, and including some new tables 
which did as much as anything else to 
prove that the Missouri commissioner 
was misinformed. 

Views on Contingent Commissions 

One of the most exhaustive surveys 
of any subject that has yet been made 
in fire insurance was that of the Na- 
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tional’s president relative to the subject 
of contingent commissions, part oft 
which was made public in a talk he 
made before the committee on laws and 
legislation of the National Convention 
o! Insurance Commissioners in St. Louis 
in 1916. There were quite a lot of un- 
derwriters and commissioners as well 
who believed that contingent commis 
sions would prove a solution for many 
o’ the problems of the business; that 
they would reduce the fire waste, and 
improve the character and quality ol 
agency representation. Mr. Smith at 
one time was one of these, but after 
going into the subject with all of his 





RECORD AS FOOTBALL COACH 


H. A. Smith was graduated from 
Amherst in 1890. While there he 
was prominent in athletics, partic- 
ularly footbali, playing on the team 
first as a “rusher,” as one of the 
positions was then known, and 
then as halfback. For two years 
he was captain. He was an excel- 
lent player for all these years and 
for a time held the world’s record 
for drop kick. Mr. Smith repre- 
sented the alumni on the Athletic 
Board of Amherst College from 
1901-06. During most of that pe- 
riod he acted as supervisory head 
coach of football although living at 
Hartford. During the period of his 
head coachship Amherst was _ un- 
usually successful in football. 

In the fall of 1902 Amherst won 
seven out of ten played. Three of 
the scores follow: 

Dartmouth .. 6; Amherst...12 

Columbia 0; Amherst... .29 

Holy Cross... 5; Amherst...29 

In 1903 Amherst won seven out of 
ten games of which the most nota- 
ble was: 


Harvard 0; Amherst... 5 


In 1904 Amherst won eight out 
of nine games played. Scores 174 
points to opponents 27. The most 
notable game was Brown, 0; Am- 


herst, 5. Others were 
Holy Cross... 6; Amherst...40 
Williams .... 6; Amherst. ..22 











characteristic thoroughness and open- 
mindedness he changed his opinion as 
his opening remarks in his St. Louis 
address show. Upon that occasion he 
said: 

“[ come before your committee with 
much confidence that my opinions on 
this subject will carry weight with you, 
not only because of my widespread and 
long experience with one of the fore- 
most fire insurance companies (as local 

. agent, special agent and executive of- 
ficer), but also—and perhaps more par- 
ticularly—because, having been one of 
the earnest and most enthusiastic advo- 
cates of the general adoption of the con- 
tingent plan of compensation I have 
become thoroughly convinced, as the re- 
sult of some years of careful study of 
the proposition in practice and theory 
(quite against my pre-conceived ideas) 
that the scheme, attractive as it is the- 
oretically, is utterly impractical and 
fundamentally unsound. I regret to say 
this; but having been unable adequately 
to-Support the theory in favor of which 
I started out, I have been converted 
against my will and forced to take the 
other side.” 

Football Player and Coach at Amherst 

Mr. Smith was born in Springfield, 
Mass.; was prepared for college at Wil- 
liston Seminary and Cayuga Lake Mili- 
tary Academy; entered Amherst College 
in 1885, and was graduated in 1890. 

In Amherst he played baseball and 
football; captained the Eleven two years 
and from 1902 to 1906 was head coach. 
li was under him that Harvard was 
beaten by Amherst in football 5 to 0. 
While he played football before the days 





Career of 8H. A. Smith 





of All-Americas he was regarded as one 
of the outstanding stars of the football 
world and as a baseball pitcher he was 
so good that upon graduation he re- 
ceived the offer of a contract with a 
National League Club. In football he 
introduced several innovations of play 
which necessitated changes in the rules. 
CG Foster Sanford, who is now an insur- 
ance broker in New York and who has 
been in the first rank of football coach 
for many years, said to The Eastern 
Underwriter: 

“Among the coaches of the small col- 
leges of the country ‘Curley’ Smith, as 
Hi. A. Smith was known in college ath- 
letic circles, was one of the best. He not 
only was a past master of all the details 
o.; the game, but he was aggressive and 
ingenious.” 

At Amherst Mr. Smith adopted the 
four slogans which have characterized 
him throughout his business career: 
“Be aggressive,” “play as a team,” “get 
the jump” and “follow through.” One 
of his associates said to The Eastern 
Underwriter: 

“Mr. Smith’s aggressiveness is not 
to be confounded with the word pug- 
nacity. He believes that a cause is 
worth fighting for, that weakness and 
pusillanimity are qualities which are 
held in contempt, and, rightly so, in 
the business world today. He believed 
that his football team was just as 
strong as any other team and he be- 
lieves that his company is the equal of 
any other company. When he makes up 
his mind, he-carries through.” 

Sizing Up People 

Dr. James H. Biram, a_ prominent 
Hartford physician who was a football 
captain at Amherst when Mr. Smith 
was head coach, said to The Eastern 
Underwriter this week: 

“Harry Smith learned early in life 





that while it is a great mistake to un- 
derestimate an opponent it is equally 
fatal to endow him with qualities which 
he does not possess. This was brought 
out in one of our Harvard games. In 
those days ‘The Big Three’ meant more 
than the designation means today when 
football is played in every prep school 
in the country and fresh water colleges 
are turning out some surprisingly strong 
teams in some cases as good as any in 
the country, which was certainly the 
vase in the season which closed last 
Thanksgiving Day. So it is just pos- 
sible that when we went to Cambridge 
there was a mental hazard which had 
to be overcome by our team, and this 
Smith did by assuring us in his em- 
phatic, crisp and decisive fashion as 
follows: “They are just eleven men the 
same as you are. Get it out of your 
heads that they are any better men 
than you are because they are not un- 
less you think they are.’” 


One of the fundamental truths which 
Mr. Smith learned on the football field 
which proved of tremendous strength to 
him and his company in later years, 
was that a team acting in perfect har- 
mony and correlation can accomplish 
more than an individual no matter how 
brilliant. Better a perfect working ma- 
chine than a collection of individual 
stars. This is one reason the home of- 
fice organization of the National of 
Hartford is so highly regarded through- 
out the insurance world. The best men 
have been placed in tactical positions 
and the team work has been splendid. 
Members of insurance associations and 
insurance committees have frequently 
been amazed when they called up the 
National in Hartford to find the number 
of men at the head office who were 
completely posted on the developments 





ary investments: 


Bank of America........ 100 
Chase National Bank.... 100 
Chatham & Phenix..... . 100 
Natl. Bk. of Commerce... 100 
Bank of Manhattan Co... 50 
Mechanics & Metals..... 100 


Realty Associates Ist Pfd. 100 
Realty Associates 2nd Pfd. 100 
| Farmers’ Loan & Tr. Co.. 100 
Equitable Trust Co...... 100 


American Alliance Ins. Co. 100 
Continental Ins. Co...... 25 
Fidelity-Phenix Ins. Co... 25 
Franklin Ins. Co......... 25 
Glens Falls Ins......... 10 
Great American Ins. Co.. 100 
Hanover Fire Ins. Co.... 50 
Home Insurance Co...... 100 
U. S. Fire Ins. Co....... 20 
Westchester Fire Ins. Co. 10 





Telephone: John 4000 
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| We make a particular specialty of dealing in the stocks | 
of the Banks, Insurance and Trust Companies and point out | 
for your consideration the following as suggestions for Janu- | 


*First Dividend payable April, 1924. 


We furnish Insurance Quotations for this Paper. 


J. K. RICE, 


NEW YORK 


Div. Bid Asked Yield at 
asked prices 
12 213 218 5.1 
20 344 347 5.2 
16 254 258 6.2 
16 298 300 5.3 
16 156 158 5.0 
24 385 389 6.1 
6 85 88 6.7 
5 74 78 a 
24 560 570 4.2 
12 193 195 6.1 
20 360 380 5.2 
24 92 96 6.25 
24 116 124 4.75 
24 127 135 45 
24 54 60 4.0 
16 252 257 6.2 
10 83 90 5.5 
18 352 357 5.0 
10 66 72 2:7 
25 37 40 6.3 


JR. & CO. 


36 Wall Street 
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oi the business and who could give im- 
portant and valuable information when 
asked to do so. 

A Leader in His Own Organization 

In brief, Mr. Smith is in the happy 
position of not only being a leader in 
the business but also in his own organ- 
ization. The atmosphere of the home 
office is such that there is a widespread 
interest in all lines of insurance topics, 
the desire to push ahead in fields of in- 
formation as well as in satisfactory pro- 
duction and a very great distaste of 
what is known as half-baked informa- 
tion. The enthusiasm of the home office 
staff and the field force for Mr. Smith 
has been frequently noted and this draw- 
ing of people towards him has been not 
only because he is a dominant person- 
ality but because he possesses a sym- 
pathetic understanding and also knows 
how to appreciate service and to bring 
out the very best there is in men. Ifa 
member of the organization does some- 
thing of value outside of the regular run 
he is quick to express appreciation. 

One of the officers of the National ex- 
plained it in this way: 

“We all feel that President Smith is 
behind us. Loyalty is his long suit. If 
we make a mistake he’ll tell us about 
it, and sometimes in no uncertain fash- 
ion, but he will not tell the world. In 
other words, our decision goes—-he does 
not reverse it—but a strong, definite im- 
pression is conveyed that the error in 
judgment should not be repeated.” 

Great Letter Writer 

As a letter writer Mr. Smith is a star. 
The Eastern Underwriter has upon sev- 
eral occasions printed copies of letters 
which he has sent out in announcing 
appointments to the field, transfers to 
the home office and resignations. They 
have rarely been perfunctory. Always 
there has been a tinge of personal com- 
ment which has made every one con- 
cerned happy. In writing to agents 
about field changes Mr. Smith has al- 
ways borne in mind the ties which bind 
men of the field to the agency force 
and appreciated that agents are pleased 
with the personal touch in letters from 
the president of the company advising 
them of movements of favorite company 
representatives. 

Mr. Smith can write a good short 
letter just as he can a long one. He 
has the facility of saying much in a few 
words and one characteristic letter 
which he wrote on an important subject 
consisted merely of the word “yes.” It 
was long enough. 

Doesn’t Like Word “Salesmanship” 

One idea prevalent in some quarters 
about Mr. Smith and which his own as- 
sociates say is a mistake is that he is 
tremendously keen on production. In 
discussing this phase one of his asso- 
ciates said: 

“Any impression that the National of 
Hartford is desirous of holding its own 
in production is accurate, but any im- 
pression that mere volume is the goal 
sought and that ‘anything goes’ to put 
business on the books is erroneous. If 
there is any word which is a bete noir 
with the president of this company it is 
‘salesmanship,’ meaning thereby moving 
heaven and earth to sell by so-called 
‘pep’ methods and without regard to fu- 
ture consequences. He thinks that this 
‘pep’ idea has been largely overdone in 
America and much of the business writ- 
ten by forced methods and turning sharp 
corners does not stick. An agent does 
not ‘sell a policy,’ he thinks, but nego- 
tiates and executes a contract. 

“Furthermore, he does not believe 
that the word ‘service’ has’ been 
overworked to such an extent that 
it has lost its influence with the public. 
Service is and will continue to be a 
word which means a lot in fire insur- 
ance; and it means almost more than 
any other word in the production activ- 
ities of an insurance agent. It is some- 


thing to boast about if you give it; 
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something to be quiet about if you don’t. 
In brief, fire insurance production to 
the mind of Mr. Smith is not just a 
volume and a commission proposition. 
There is an obligation to give the public 
the best protection and attention and 
no producer can dodge that fact and 
continue to be a good agent no matter 
how much business he succeeds in doing 
for the time being.” 

The Factory Insurance Association 

Mr. Smith is president of the Factory 
Insurance Association which has done 
so much to hold for stock insurance 
companies and their agents business 
which would otherwise go to the factory 
mutuals. He became interested in and 
sympathetic with the Factory Insurance 
Association idea many years ago; was 
chairman of its executive committee 
and has been president for a decade. 
There is no man in the country who has 
a clearer insight into the delicate rela- 
tionship of special risks and their cover- 
age; and no man who has done more to 
work out or to approve plans which 
have led to the retention of this busi- 
ness by the stock companies. 

Along this line he said some years 
ago in an article: 

“The Factory Insurance Association 
never trespasses upon the prerogatives 
of the local agent, never directly so- 
licits a line, always requires the assured 
to name someone to receive the broker- 
age, and comes into the situation only 
when requested by someone having the 
right to do so. When an agent once 
placed a line with F. I. A. upon the 
authority of an assured he may feel con- 
fident that his interests will be pro- 
tected so long as he continues to be the 
broker of record, for the F. I. A. will 
not recognize any other agent or broker 
in connection with the line unless a 
written order is filed by the assured 
appointing a new agent and revoking 
the earlier designation.” 

The business and membership of the 
Factory Insurance Association is grow- 
ing and there are now about forty-six 
companies in the membership. Mr. 
Smith is also president of the Factory 
Insurance Association Building Corpora- 
tion, and it was under his guidance that 
the building corporation was organized 
in 1920. A large warehouse was taken 
over and transformed into the Factory 
Insurance Association’s own building. 
It is an up-to-date office building in 
every respect. 

Not In All Associations 

No discussion or estimate of Mr. 
Smith’s career without mention of his 
insurgencies would be complete. Al- 
though at the head of several great and 
constructive co-operative bodies in the 
business he has not always run along 
in harness with other company execu- 
tives, and these independent actions 
have included the initial action of the 
National in not joining the New York 
Fire Rating Organization and its per- 
sistent refusal to come into the National 
Automobile Underwriters Conference. 
Both of these actions have caused wide 
discussion among executives and in the 
latter case some criticism. However, 
Mr. Smith’s friends contend that the 
National’s attitude in these two matters 
was not taken because it desired to be 
different or because it wanted to throw 
a monkey wrench into the machinery. 

So far as the rating organization is 
concerned they contend that Mr. Smith 
in refusing to commit his company to 
membership at .the start was really act- 
ing with far-seeing vision as member- 
ship under the original conditions meant 
surrender to the New York State In- 
surance Department of company prerog- 
atives and rights which were inadvisa- 
ble to concede, and certainly should not 
have been conceded without court au- 
thority. As soon as the court decided 
what were the exact authority and re- 
strictions of the departmental super- 
Vision (which decision, Mr. Smith’s 
friends say, proved that he was right), 
the National entered the fold. 

*s101N}O9[ 9} 9q []]J4 s}odxe pus 


As to the automobile conference that 
is too long a story to be treated in de- 
tail in such an article as this. In briet, 
Mr. Smith did not approve of the or- 
ganization plan—the way in which the 
National was treated—and his triends 
claim to have noted violations by mem- 
bers which they allege have been ot 
such variety and extent that he was 
justified in not changing his mind about 
having the National join. 


Growth of National Under Smith 
Administration 

Despite all of the time which the 
National’s president has devoted to atf- 
fairs of general concern to the business 

his association and afliliation activi- 
ties—Mr. Smith has not neglected his 
own company. In tact, he is one of the 
best of the underwriters and his com- 
pany has done splendidly—-its growth 
being rapid and sure—under his direc- 
tion. It is a progressive company in 
every sense of the word as his courage, 
wisdom and daring in other channels 
have been conspicuous in his adminis- 
tration of the National. That company, 
by the way, despite its prominence is 
not what is called an old company. It 
may surprise the younger men in the 
business to know that it did not have a 
dollar’s loss in the Chicago conflagra- 
tion of 1871 for the reason that it did 
not start writing a policy under the 
name National until November 29, 1871, 
when the first policy—the assured was 
James G. Batterson, president of the 
Travelers, and a director of the National 
—was issued for $7,500 covering the 
Batterson Building, High Street, Hart- 
ford. 

Mr. Smith entered the insurance busi- 
ness in Rochester, N. Y., in a local 
agent’s office and soon thereafter went 
into the field in New York State where 
he is still remembered as one of the 
most resourceful and able of specials. 
He was elected assistant secretary of 
the’ company in 1900; vice-president in 
1907; and president in 1915. When he 
became president the National had a 
surplus over capital and liabilities of 
$3,500,000. Its total assets were $16,- 
€00,000. At the end of 1922 the surplus 
had climbed up to $8,350,000; the assets 
in excess of $30,000,000. 

His Personality 

As is the case with all forceful, color- 
ful personalities some people like H. A. 
Smith more than others do, but among 
his warmest admirers are many officers 
of other companies. Even those who 
have run counter to him on internal in- 
surance relationships admit his fair- 
ness, remarkable ability and mastery of 
detail. Personally he is likable in man- 
ner and quick to win friends. His chief 
recreation is outdoor sport and being 
much on the links. Golf has kept him 
in fine physical condition and that, with 
his early training, in part explains the 
activity and vitality which enable him 
to work so many hours day and night 
on the problems of the organizations 
with which he is connected, and his own 
company. He keeps young, too, by be- 
ing constantly in touch with young men. 

For many years he has not missed 
the big football games and he keeps his 
touch with football stars of his time. 
He is fond of a good boxing or wrestling 
match and manages to be hale-fellow 
well met without sacrifice of personal 
dignity. 

Outside of insurance Mr. Smith is on 
various boards and has much political 
strength. 











BIG WRITERS 
READ 
THE EASTERN UNDERWRITER 


Each Week for New Ideas 
DO YOU? 


Subscription $3 a Year 








There are All Kinds of 
Buyers 


KS, there are all kinds of buyers. There’s 

the cocksure buyer who knows it all, the 
overbearing type. There’s the flighty fellow 
who agrees with you in everything as if you had him 
at the pistol point. You leave his office with his promise 
to “think it over”. In an hour he "phones you a brisk, 
positive “No!” (fe can always muster courage over 
the telephone). And you'll recognize, too, the 
suspicious buyer who can’t be hurried, who is over- 
cautious, who will argue and argue till the cows come 
home, and then decide to “stand pat” for another year. 


You've met these and other types many times. You 
know them well. /f you were to develop specialty class 
lines for immediate as well as future profit you could 
hardly fail to meet these buyers’ requirements. Take 
Riot and Civil Commotion Insurance as an example. 
l:very buyer of fire insurance is a prospect. The stand- 
ard fire policy states that: “This Company shall not be 
liable for loss or damage caused directly or indirectly 
by invasion, msurrection, riot, civil war or commo- 
tion: * * * * or by explosion * * * * unless fire en- 
sue, and, in that event, for loss or damage by fire only.” 


These are specific hazards beyond the scope of a fire 
policy. Your client must be protected under a separate 
policy. The rates are low—unless a strike is imminent, 
when the rates are trebled. The cover is broad. The 
risk is considerable. Now study your man and _ his 
needs. Offer him complete protection through one or 
more of the class lines here listed. True, there are all 
kinds of buyers—and there are also all kinds of 
msurance, 


lire Postal 
Automobile Profits 
Tornado Transportation 
Sprinkler Leakage Commissions 


Lixplosion Strike, Riot and 





Use and Occupancy Civil Commotion 
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Explain Legal Status 
Of Advisory Boards 


AS SUCH THEY HAVE NONE 
But Officers, as Special Examiners of 
Department, Without Pay, Are of 
Statutory Standing 








In conjunction with arguments for 
and against the advisory board system 
now in uss in Pennsylvania for the ex- 
amination of applicants for agency and 
brokers’ licenses published in this news- 
paper recently, The Eastern Underwrit- 
er has received a supplement to the 
rules and expianations of the Advisory 


Board Plan of the Insurance Depart- | 


ment of Pennsylvania, printed by the 
Insurance Federation of Pennsylvania, 
giving the status of examiners and 
rules guiding examiners. 

Advisory Board examiners have a le- 
gal status, according to the foreword 
to the rules, extracts from which fol- 
low: 

“Advisory Boards, though legitimate 
volunteer organizations, have no statu- 
tory status. The individual members 
(officers) of Boards who are commis 
sioned volunteer examiners by the In- 
surance Commissioner for special du- 
ties are of statutory standing. Board 
members, other than examiners, who 
sit-in during examinations serve as in- 
formal jurors so as to aid Department 
special examiners on boards in decid- 
ing on the facts ag to merits or demer- 
its of any applicant for license. The 
examiners’ findings (recommendations 
for or against an applicant) are submit- 
ted to the department by the special 
examiners on the boards. The findings 
are technically those of statutory vol- 
unteer ®xaminers and are subject to 
review or reversal only by the Insur 
ance Commissioner. 

“Board members whom the depart- 





TEXAS AGENCY CHANGE 








Burnett & Gosling Purchase Control of 
Prominent San Anton‘o Office; 
Both Weil Known 





An important change in the Texas 
insurance field, announced as effective 
January 1, is the purchase of complete 
control of Johnston, Burnett & Gosling, 
Aetna general agency in San Antonio, 
by Arthur C. Burnett and Lytle W. Gos- 
ling, active members of the firm. The 
business will be continued under the 
name of Burnett and Gosling. 

Both men are widely known in insur- 
ance circles. Mr. Burnett has had 
many years of experience and is regard- 
ed as an authority on all forms of un- 
derwriting. Coming direct to San An- 
tonio from Aetna headquarters in the 
East, he was admirably trained to take 
his place as a general executive. He 
has been a member of the firm for the 
last fifteen years. 

Mr. Gosling purchased an interest in 
the firm five years ago, after having 
been a banker for a number of years. 

Established as a general agency in 
San Antonio twenty-two years ago to 
represent the Aetna interests, opera- 
tions of the firm have steadily increas- 
ed, until now Burnett and Gosling is 
recognized as one of the leading gen- 
eral agencies in the South. 

The agency has direct connections 
with the English insurance market 
through London Lloyd’s. It also repre- 
sents a powerful Mexican company that 
has functioned unfailingly through the 
numerous revolutions of recent years. 

There are twenty-one persons con- 
nected with Burnett and Gosling and 
territory of the agency embraces a to- 
tal of sixty-seven counties in South 
Texas. Efficient Claim and Inspection 
Departments are maintained, the per- 
sonnel of the latter being engineers, 
each of whom is a specialist in a dif- 
ferent kind of machinery. 


ment decides to commission are form- 
ally requested to serve without pay to 
aid the department in examination of 
applicants for license and for such 
other special duties as may be refer- 
red; and there is formal acceptance 
by the individual. The license statutes 
impose as aforesaid a direct obligation 
—an impossible task—upon the insur 
ance commissioner to investigate the 
business ‘career and worthiness fer li- 
cense Df thousands of individuals who 
apply annually for licenses. The nam- 
ing. within discretion of the depart- 
ment, of volunteer examiners was ‘1 
practical solution of a problem actual- 
§ cf menace to ila public. 

“The insurance statutes give the 
commissioner discretion in any (rea- 
sonable) act to serve the interests of 
the insuring public. The fact that spec- 
jal examiners serve without pay nulli- 
fies any suggestion that special exam- 
iners are ‘employees’ of the Insurance 
Department and disqualified to serve 
by reason of having pecuniary rela- 
tions with any insurance company as 
agent, broker, official or what-not. 
(Note: If the appointment of volun- 
teer examiners is an abuse of disere- 
tion by the commissioner such abuse 
will have to be proven.) 

The Object of Restrictions in Issuing 
Licenses 

“The object of what may be termed 
u qualification law is to compel a rea- 
sonable amount of preparation before 
an individual applies for a license. 'The 
object, in 1921, of the insurance de- 
partment in urging organization of ad- 
visory boards and in preparing the 
board plan and offering advice and rul- 
ings, was, and is to make certain that 
no application be made for license un- 
til and when the applicant is ceason- 
ably prepared or experienced. 

“Ny one can solicit business unless 
licensed. There is no try-out period so 
far as a license is concerned. 

“An applicant cannot solicit before 
the license is actually in his or her 
hands. 

“Advisory boards are basically cdu- 
cational in purpose.” 





REPRESENTATIVE BOARD 





Strong List of Insurance Men Among 
Directors of Lincoln Fire of 
New York 





The Lincoln Fire of New York, the 
president of which is C. F. Sturhahn, 
and which has $400,000 capital and $2,- 
280,000 assets, has an unusually strong 
and interesting list of directors in view 
of the fact that many of them are of- 
ficers or executives of other insurance 
companies. 

They include James V. Barry, fourth 
vice-president of the Metropolitan Life; 
W. A. Blodgett, of Fred S. James & 
Co.; Ernest B. Boyd, manager of the 
Yorkshire; B. N. Carvalho, president 
of the Fire Reassurance Co.; Montgom- 
ery Clark, vice-president of the Han- 
over; C. D. Dunlop, president of the 
Providence-Washington; H. N. Kelsey, 
United States manager of the London 
& Scottish; P. T. Kelsey, United States 
manager of the Sun; John Marshall, 
Jr., vice-president of the Fireman's 
Fund; H. A. Smith, president of thie 
National; C. F. Sturhahn, president of 
the Rossia, and A. H. Tamblyn, vice- 
president of the Union Reserve. 

The Lincoln Fire was licensed De- 
cember, 1923. Its New York office is 
at 84 William Street; its Hartford of- 
fice, 115 Broad Street. 





Rutherford Glover has been appoint- 
ed manager of the insurance depart- 
ment of the Mai Realty Co., of Beaver 
Falls, Pa. He was formerly graduate 
manager of athletics at Geneva College. 





The Insurance Management Corpora- 
tion has been formed to do an insur- 
ance business in New York City. 





ARTHUR J. MIDDLETON 


124 E. GENESEE ST. 
SYRACUSE, N. Y. 


SPECIAL AGENT 
NEW YORK STATE 





a 





HE Annex idea is unfair to the 
agent. By setting up unneces- 
Sary competition within limited 

zones, it reduces his legitimate prof- 
its. Thereby in the end it weakens 
the agency system, striking at the 
first essential of true public service— 
substantial, trained, expert agents. 


“No Annexes” is the expressed policy 
of the Central Fire Insurance Com- 
pany of Baltimore. We believe that 
this means success and service for 
both company and agents. 


BNTRAL 
FIRE INSURANCE 


CO MUPANY 
BAILLTIMORE 


Jomn P. Lauper, Pres. Cnas. H. Koprgiman, V. Pres. Cuas. H. Ro.oson, Jr., Secy 











SURPLUS TO POLICY HOLDERS $1,640,758.05 


Report by Insurance Department of Maryland, for 1922, 


“‘The Company adjusts and settles its losses 
‘promptly and with justness and Sairness.’” 











HERBERT M. BENJAMIN 


SPECIAL AGENT 
PENNSYLVANIA 


205 WALNUT PLACE 
PHILADELPHIA, PA. 
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Aetna Life Insures 
Oberammergau Players 


ALSO COVERS THEIR CARVINGS 





Full Protection Extends to Baggage 
and Even Public Liability; Tour 
to Last Until April 





An entire village, together with thou- 
sands of unique art objects and 24 
world-famous actor-artists—the Passion 
Players of Oberammergau and the rep- 
lica of their little Bavarian hamlet— 
has been placed under the protection 
of the Aetna Life Insurance Company 
and its affiliations, the Aetna Casualty 
& Surety, and the Automobile, dur- 
ing its tour of America. 

All of the insurance carried on the 
village; on the lives and health of the 
artists; on the valuable carvings, paint- 
ings, tapestries, and potteries that are 
fast finding their way into American 
churches, schools and homes; on the 
baggage, properties, equipment; and 
even the public liability insurance on 
the thousands of visitors to the exhibit, 
has been written in one of these com- 
panies. Much of it, in fact, was placed 
long before the miniature village and 
its inhabitants left the valley of the 
river Ammer, where stands the sacred 
theatre of the Passion Play. 

The life insurance—both ordinary and 
group—includes' policies on Anton 
Lang, the Christus of the Passion Play; 
Andreas Lang, Sr., who plays the part 
of Peter; Guida Mayr, the Judas, and 
21 other Oberammergauers' brought 
here by a committee of philanthropic 
Americans. It is expected that through 
the sale of their hand-work in the 
world’s richest market the poverty- 
stricken artists will in a measure repair 
the financial disaster which overtook 
them in 1922, when the fall of the Ger- 
man mark completely wiped out the re- 
ceipts of the Passion Play. As a re- 
sult of this failure, the salary of Anton 
Lang, after 10 months work, wag $3.41 
in American money at the prevailing 
rate of exchange. 

The art objects insured by the Aetna 
Affiliated Companies include wood- 
carvings, paintings, tapestries, furni- 
ture, and potteries. These, with the 
little houses, each one a duplicate of 
the combination home and work-shop 
occupied by the artists in Oberammer- 
gau, are being shown in various Amer- 
ican cities. The exhibit opened in New 
York, December 15. From there it 
went to Cleveland. The itinerary also 
includes Chicago, Baltimore, Philadel- 
phia and Boston. The exhibit will 
close in the latter city April 19. 





Robert Hamson & Son, Ltd., Mon- 
treal, Can., have been appointed general 
agents for the Fireman's Fund for the 
Province of Quebec. The company has 
been operating in Canada since 1913. 





The North River Insurance Co. of 
New York 

Richmond Insurance Company of 
New York 

United States Lloyds, Inc., of 
New York 


New York State Fire Ins. Co. of 
Albany, N. Y. 
Union Fire Insurance Co. of 
Buffalo, New York 


F. M. Gund, Manager, Western 
Department, Freeport, Illinois 
Hines Brothers, Managers, South- 
ern Department, Atlanta, Georgia 





CRUM AND FORSTER 
110 WILLIAM STREET--NEW YORK CITY 
REPRESENTING 





United States Fire Insurance Co. 
of New York 

British America Assurance Co. of 
Toronto, Canada 

Western Assurance Company of 
Toronto, Canada 

Potomac Insurance Company of 
Washington, D. C. 

United States Underwriters’ Policy 
of New York 





H. Junker, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina 








PROPOSED AUTO LAWS 





Senator Fearon Offers Several Bills To 
Provide Compulsory Insur- 
ance in' New York 





Several automobile insurance bills 
were introduced at Albany this week by 
Senator Fearon, of Syracuse. 

One Fearon measure would amend 
the State insurance law by providing 
that no liability policy shall be issued 
after July 1, 1924, to the owner of an 
automobile unless such policy contains 
a provision insuring the owner against 
liability due to negligent operation by 
a person under 18 with the owner’s per- 
mission. 

In another measure Mr. Fearon would 
make state-wide the provision for in- 
demnity bonds or insurance policies for 
automobile owners carrying passengers 
for hire, including those operated by a 
municipality, or the State or Federal 
Government. The bill provides that 
each bond or policy may limit liability 
on a single judgment to $2,500 for bod- 
ily injuries or death, and $500 for prop- 
erty damage. 

In still another bill the Senator 
would add a new section to the high- 
way law requiring all automobile own- 
ers to file with the State Tax Commis- 
sion a personal bond, surety bond or 
insurance policy to protect persons who 
may be injured or killed by motor vehi- 
cles. An attempt was made to pass a 
measure of this nature in the 1923 ses- 
sion, but it failed. 





The Pittsburgh Fire announces the 
appointment of the F. H. Ross Agency, 
58 John Street, as general agent for 
the metropolitan district. The agency 
was started in 1884 and has made ex- 
cellent progress in the intervening 
years to date It expects to get two 
other companies shortly. In addition to 
the Pittsburgh, the agency represents 
six other fire insurance companies. 


U.S. Agency System 
Not a Divine Right 


BUT IT 





CAN BE MAINTAINED 





Henry S. Ives Says Future of Stock 
Company Agents is Up to 
Them 





Problems of the American agent were 
discussed by Henry S. Ives, secretary 
of the Casualty Information Clearing 
House, at the annual banquet of the 
Duluth Underwriters on January 9. He 
said the American Agency System did 
not exist because of any divine right. 
If those who belonged to it and partici- 
pated in its gains could not justify 
their existence as agents of stock com- 
pany insurance, the whole system will 
ultimately be thrown into the discard. 

He declared that any of the stock 
companies could sell sound insurance 
directly to the buyer just as cheaply, 
if not more cheaply, than any mutual 
or reciprocal could today sell its prod- 
uct. 

“There is much loose talk about 
prices. The big thing,’ he said, “is 
for the public to learn what constitutes 
value in an insurance contract.” 

He wound up as follows: “If the 
stock insurance agent averages 20% on 
what he has to sell he is doing well. 
From this he must deduct all of his 
expenses. And there are no other in- 
termediate agencies between the pro- 
ducer, which in this case is the com- 
pany, and the buyer. There are no 
transportation charges, no manufac- 
turers’ costs and profits. The agent 
practically stands alone between pro- 
ducer and consumer. Surely if a retail 
merchant can justify a 25% profit and 
expense addition to the cost to him, 
already heavily loaded by other prior 
charges of the same nature, the stock 


Company Must Assent 
To Sale of Property 


RULING OF MASSACHUSETTS 





Fire Occurred a Few Days After As- 
signment of Property; Agent 
Asked Ruling 





A auestion as to whether or not a 
policy was in force at the time of a 
fire has been covered in an opinion to 
a prominent Boston agency, written by 
Counsel H. J. Taylor, of the Massa- 
chusetts Insurance Department. The 


policy was issued on December 31, 
1921, insuring A, who subsequently 
sold the premises and covered there- 
under to B. 

On November 27, 1923, B sold the 
property to C. The policy was not as- 
signed to B by his grantor, and the 
company did not assent to that sale of 
the property as required by the policy. 
On December 11, 1923, the policy was 
assigned to C by A which was not 
assented to in writing by the company. 
The fire occurred December 25, 1923. 

The question at issue was whether 
the company should contribute with 
the other company which issued pol- 
icies to C on November 27, 1923. 

The Department’s counsel ruled that 
in its opinion the policy was not in 
force when the fire occurred. Continu- 
ing he said: 

“It is well established that a sale of 
the insured property without a writ- 
ten assent of the company avoids a 
policy in the standard form prescribed 
by our statutes, and that a contract of 
fire insurance is a personal contract 
which does not run with the land and 
does not pass with the sale of the in- 
sured realty to the grantee. 

“It, therefore, follows that the policy 
became void ipso facto by the sale of 
the premises to B by A. 

“The law is well settled in this com- 
monwealth that an assignment of a 
policy by a person having no insurable 
interest in the property insured there- 
under to a person having an insurable 
interest is of no effect, even though the 
company assents to the assignment. 

“The gale of the property by A di- 
vested her of any insurable interest. 
Her assignment of the policy to C 
passed no rights thereunder to him 
since she had no rights to transfer. 

“It, therefore, follows that the assign- 
ment to C wag inoperative. 

“The intention of the parties to can- 
cel this policy when the other policies 
were issued on November 27, 1923, is 
not material. A void policy cannot be 
cancelled. There is no subsisting con- 
tract upon which cancellation can op- 
erate.” 


our economic scheme of things. If he 
is unable to do so he might as well 
quit.” 











FRED S. JAMES 


1819 
GENERAL FIRE ASSURANCE 
COMPANY 


of Paris, France 
1838 
URBAINE FIRE INSURANCE 
COMPANY 
: of Paris, France 


1807 
EAGLE, STAR & BRITISH DO- 
MINIONS INS. CO., Ltd. 


of London, England 


GEO. W. BLOSSOM 


FRED. S. JAMES & CO. 
UNITED STATES MANAGERS 


123 WILLIAM STREET 
NEW YORK 





UNDERWRITING SERVICE THROUGHOUT THE UNITED 


STATES 


WM. A. BLODGETT 


Assistant United States Manarers 
CARROLL L. DE WIIT 
0. F. WALLIN 





WESTERN DEPARTMENT 
175 West Jackson Blvd. 
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PACIFIC COAST DEPARTMENT 
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San Francisco 
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National Association 
Again Moves for Peace 


IN UNION-BUREAU 
Suggests That Bureau Not Pay Differ 
ential Commissions and Union 
Recall Separation 





QUARREL 





The National 
ance Agents has made 
for a settlement of the 
Bureau controversy 
fight 
mixed 


Association of Insur- 


another move 
Union-Western 
, and especially the 
forced 
If the 
call its granting of extra commissions 
in mixed agencies and if the Union will 
recall its order compelling separation 
in the same agencies harmony should 
be restored in the field according to 
the National Association. Failing soon 
to come to some sort of an amicable 
agreement there is likely to be more 
serious trouble ahead. 

Following is the text of the National 
Association’s latest proposition for 
peace in the Middle-Western agency 
field: 

“In the joint conference of the Na- 
tional Association of Insurance Agents, 
The Union and the Western Insurance 
Bureau at Chicago, November 8, 9 and 
10, 1923, called in an attempt to heal 
the breach between the two company 
organizations in the Middle West, the 
committee representing the National 
Association declared: 

“*We believe it is a bad practice 
for companies to pay or for agents 
to accept differential commissions 
in the same agency.’ 

“It is as wrong and as harmful to 
the business as a whole for insurance 
companies to compete with one another 
in securing business from local agents 
by offering increased commissions or 
other preferential treatment, as it is 
wrong for local agents to offer the 
property-owner a rebate on his pre- 
mium, in competition with other local 
agents. Therefore, the agents can well 
afford to emphasize their stand against 
differential commissions in the same 
agency. When the National Associa- 
tion takes the position that it is wrong 
for an agent to receive, as well as for 
a company to pay, or offer to pay a 
higher commission in the same agency 
for the same business, it is a big step 
forward. 

“If, as has been stated 
payment of and the present offer to 
pay differential commissions in the 
Same agency are the cause of the sep- 
aration movement upon the part of the 
Union companies, then the Bureau com- 
panies ought, in all good conscience, at 
once to withdraw their offers to pay 
such differentials in all mixed agencies, 
the agent ought to refuse to accept 


about the separation of 


agencies, Bureau will re- 


, the previous 


LUDLUM DEPLORES HOSTILITY 


Home's Vice-President Says Union and 
Bureau Can Work Separately 
Without Back-Biting 


C. A. Ludlum, vice-president of the 
Home, when shown a copy of the let- 
ter written by President Yunker of the 
Western Insurance Bureau to local 
agents in the Middle-Western field re- 
plying to the Home’s statement on sep- 
aration of mixed agencies, said to The 
Eastern Underwriter with reference to 
the contents: 

“No good can be served by 
on a controversy, nor by exchanging 
irascible compliments implying ‘short 
and ugly’ characterizations. 

“We may all determine our respec- 
tive courses of action and criteria of 


carrying 


representation, so ‘let’s go.’ 

“If we can’t do it in association, as 
proposed at the Chicago Conference, 
then let us do it separately without 
‘bawling out’ each other, or implying 
the accevtance of foreign control by 
old, traditionally American  institu- 
Lions. 


them, and The Union 
forced separation. 

“By this step harmony could be 
brought out of discord in the Middle 
West and peace and order restored. 
Bureau companies, by immediately 
withdrawing their offers to all mixed 
agencies, thus removing the cause for 
separation, would at once put them- 
selves in line with correct practices in 
commission payments. 

“This turmoil ‘out where the West 
begins’ has gone far enough. Nothing 
but harm can come from a continuation 
of the struggle. With the commis- 
sioners injecting themselves into the 
fight someone is mighty apt to be hurt. 
Why cannot sensible company man- 
agers see this and move to adjust the 
unhappy situation, when the solution of 
the problem appears to be so simple? 
If the companies continue to run past 
these set signals they will invite a 
smash-up on the line with a likelihood 
of casualties sieinecectas sitinia + 


AETNA LIFE BUYS MORE GROUND 


ought to stop 


Secures Several Acres Adjoining Plot 
Purchased in 1921 to Provide For 
More Bui dings 





In connection with its plans for build 
ing expansion in order to meet the de- 
mands for rapidly growing business the 
Aetna Life has made the following an 


nouncement: 
Foreseeing a future expansion that 
may force it even beyond the bounds 


of its big new home office site, the Aet- 
na Life has arranged to purchase an 
other large parcel of Hartford real es- 
tate adjoining the plot of 17 acres it 
acquired in 1921 as a site for its pro- 
posed group of Colonial buildings. 

The new section, which comprises be- 
tween five and six acres, gives the com- 
pany approximately 22 acres of choice 
property in almost the exact territor- 
ial centre of the city, with a frontage 
cf more than 1,000 feet on Farmington 
Avenue, a main artery, and 1,066 feet 


on Sigourney Street. The latest addi 
tion to the site was acquired from 
Charles P. Cooley, one of Hartford's 


moet prominent citizens, who has made 
it his home for upwards of 50 years. 

The company has no definite plans 
for making use of the property accord 
ine to Morgan B. Brainard, president 
of the Aetna Affiliated Group. The 
drawings for its home office buildings, 
made bv James Gamble Rogers, noted 
New York architect, are confined to 
the bounds of the original purchase, and 
no rearrangement is contemplated. 

While this scheme provides for ©x- 
pansion of nearly 50%, the company is 
understood to feel that it should not 
again risk the danger of outgrowing 
its home offices—a difficulty that has 
faced it five times in its history of 73 
vears—but one which the latest pur 
chase seems likely to obviate. 





BALTIMORE AGENCIES MERGE 

The insurance firms of Post & 
Creighton and Cunningham, Coale & 
Co., of Baltimore, were consolidated on 
January 1 under the name of Post, 
Creighton, Cunningham, Coale, Ince. 
The combined agencies bring into one 
organization connections which have 
been operating for nearly seventy-five 
years. Theodore J. Scherer, formerly 
connected with J. Ramsay Barry & Co., 
Inc., for twenty-five years and A. L. 
Frankhanel, formerly with the Balti- 
more American for several years, have 
joined the agency. 





ROBERT L. LISSNER DIES 

Robert L. Lissner, president of Rob- 
ert L. Lissner, Inc., 80 Maiden Lane, 
died suddenly last Thursday night. He 
was formerly with Francis C. Carr and 
for nearly a decade had been promi- 
nently identified with automobile loss 
adjustments, handling cases for many 
fire insurance companies. Mr. Liss- 
ner’s company did investigating and 
specializing in automobile 


adjusting, 
theft cases, 








The Company an Agent is Proud to 
Represent 





RALPH B. IVES, President 


A Company which is Proud of the Agents 
who Represent It 


Superior Service for Agents and Brokers 


Binding Facilities for Any Part of the United 
States, Canada, or Cuba 


Speedy Delivery of Policies 


THE A:TNA (FIRE) INSURANCE COMPANY 
Wants More Good Agents for Unassigned Localities 








MOORE TO SURVEY 


SOUTH AMERICA 


(Continued from page 1) 


Incidentally, 
erican Foreign Insurance 
has had innoculations againsc 
pox and typhoid fever germs. 

I’ is understood that 
e‘gn Jnsurance Association’s 
Chilean 
dor, of 


insurance 
Valparaiso. 


company—El 


the manager of the Am- 
Association 
small 


Americar For- 
interests 
have obtained control of the well-known 
Con- 





214th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATS BRANOH: 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PAOIFIO DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1636 
Entered United States 1854 
55 JOHN STREET 
Losses Paid - - - $130,000,000 


Losses Paid in U. S. $50,000,000 


Eastern jet, Southern Departments 
W YORK CI 





THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
ie CLARK, Vice-President 
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LOGUE BROS. & CO., Ine. 
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307 FOURTH AVENUE PITTSBURGH 





HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 
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Bank Account $46,663; 
Yearly Salary $2,500 


OKLAHOMA MAN RESIGNS 





Legislative Committee in Oklahoma 
Investigating Office of Former 
Commissioner Eli W. Hardin 





Within a week or less of the filing of 
the resignation of Eli W. Hardin, as 
state insurance commissioner of Okla- 
homa, evidence was released by James 
R. To!bart, chairman of the legislative 
investigation committee, to the effect 
that Mr. Hardin’s bank account had 
been increased to the amount of $46,- 
663 in the four years that the former 
commissioner had been connected with 
the insurance department of the State 
of Oklahoma. 

The evidence was given by H. B. 
Carson, vice-president of the American 
National Bank of Oklahoma City, in 
which Mr. Hardin is alleged to have 
made the deposits. 

In 1920, Mr. Hardin was appointed 
secretary to the state insurance board, 
and the following February was elected 


state insurance commissioner. For his 


_ services in the latter capacity he drew 


a salary of $2,500 a year. 

Efforts to get in touch with Mr. Har- 
din have been of no avail. At his resi- 
dence it was said he had been called to 
the bedside of his brother, John Har- 
din, in Western Texas, but advice from 
the latter stated that Eli had not ar- 
rived. 

F. E. Young, assistant commissioner 
was deputized to assume the duties of 
his chief, pending the appointment of 
a regular commissioner. 

Insurance companies have been rath- 
er peeved at the Oklahoma Insurance 
Department for some time because of 
the fact that a former commissioner 
has visited different parts of the coun- 
try making examinations. 





HOME ACQUIRES CAROLINA 





To Continue Wilmington Company As 
Separate Entity Under M,’S. 
Willard 





Controlling interest in the Carolina 
Insurance Company of Wilmington, 
N. C., was acquired last Saturday by 
the Home of this city, which intends to 
continue the company as a “local or- 
ganization with increased capital and 
facilities. It is likely that the opera- 
tions of the Carolina will be extended 
to other ‘states within a short while. 
The company was organized im 1887, 
since which time it has been operated 
under the direction of M. S, Willard, 


secretary, who is regarded as one of 
the best fire underwriters in North 
Carolina. 

President E. G. Snow of the Home 
and the other companies in thé Home 
group, has been elected president of 
the Carolina, H. C. McQueen having re- 
signed that position. The latter con- 


tinues as a member of the board of 
directors. 





FIDELITY-PHENIX CHANGES 
E. C. Douglas has been given charge 
of the Northern New Jersey field as 
Special agent for the Fidelity-Phenix, 
succeeding E. S. Brokaw, who has been 
— to the company’s home of- 
ce, 


Country Editors Head 
State Departments 


———. 


INSURANCE COMMISSIONERS 





Latest is Shelton M. Shaufley of Ken- 
tucky; Had Been Some Talk of 
Dunne Getting Job 

In the old days editors of newspapers 
were behind the scenes figures in pol- 
it‘cs, pulling strings and dictating ap- 
pointments' though not so often taking 
office themselves. 





But since an editor 
was elected president of the United 
States--Warren G. Harding—more ed 
itors are holding office than ever be- 
fore. There are several in the United 
States Senate, the House of Represen- 
tatives and the Cabinet. 

Some of the newer insurance com 
missioners are from the country n2ws- 
paper offices. Out in California Gover- 
nor Richardson has in his administra- 
tion nineteen men of the country ed 
itor or country newspaper correspon- 
dent type. Among them is George D. 
Squires, who has been appointed head 
of the insurance department. 

The new insurance commissioner of 


Illinois is an editor and now the Gov- 
ernor of Kentucky has appointed a 
country editor as insurance commis- 
sioner of that state. He is Shelton M. 
Shaufley, of Richmond, Ky., editor of the 
Richmond “Register,” who succeeds A. 
M. Walsh. 

The insurance fraternity took more 
than ordinary interest in this appoint- 
ment as there was a rumor that James 
E. Dunne, former insurance newspaper 
man, might get the job. Many of 
Dunne’s friends were active in his be- 
half, but his own position as given at 
the Hotel Astor at the commissioner's 
meeting was non committal. He would- 
n’t say whether he would take the posi- 
tion or not, or whether he could get it 
if offered. 

Col. H. P. Dunham, the new insurance 
commissioner of Connecticut, at one 
time wrote articles for one of the in- 
surance newspapers, and good articles. 





VIRGINIA FIRE DIVIDENDS 

The Virginia Fire & Marine has de- 
clared a semi-annual dividend of 6 per 
cent and an extra dividend of 2 per 
cent on capital stock of $500,000. A 
bonus of 5 per cent of the year’s salary 
was awarded each of the employes and 
sub-officials of the company. 


PIERRE LA TOURETTE DIES 





Popular Head of Metropolitan Depart- 
ment of Pacific Group Succumbs 
After Long Illness 





Pierre La Tourette, manager of the 
metropolitan department of the Pacific, 
Bankers & Shippers and the New Jer- 
sey, died Saturday in the University of 
Virginia Hospital at Charlottesville. 
Altogether he had been ill for over a 
year, but an operation had apparently 
improved his health until recently when 
he became worse and was forced to 
abandon work to go to the hospital. 
Mr. La Tourette is survived by his 
widow and one child. 

A comparatively young man, Mr. La 
Tourette was only thirty-seven years 
old, he had gained tremendous popular- 
ity in New York by virtue of a mag- 
netic personality, and his death is deep- 
ly regretted by countless friends. He 
joined the Pacific Fire in 1915. Two 
brothers are also in the insurance busi- 
ness; Philip, with Cornwall & Stevens, 
and Guy, with B. N. Exton & Co. 





William C. Smith, who conducts a 
life insurance and real estate business 
at Watertown, N. Y., has enlarged his 
business to include an investment de- 
partment. 
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Stop Western Insurance War 


The Western Union and The West- 
ern Insurance Bureau have’ buckled 
their swords temporarily. When In- 


surance Commissioner Baker a_ few 
days ago took a decided position rela- 
tive to agency “separation” he made 
everybody sit up and take notice. As 
a result a truce has been declared. 
The Union this week agreed to sus- 


Insurance Committee 
Of N. Y. Legislature 


HAMILL NO LONGER MEMBER 





He is Law Clerk Who Wanted to Inves- 
tigate Insurance; Changes in 
Judiciary Committee 





Jan. 7. 
anced legislative 


Albany, Unusually well bal- 
committees mark the 
assignments of members of the Assem- 
bly named by Speaker H. Edmund Mac- 
hold tonight. possible the 
chairmen of 
main the 


Whenever 
important committees re- 
and new members of 
committees have been selected both 
from the standpoint of service and their 
particular requirements for the work of 
the committee. 

Particularly is this true of the Com- 
mittee on Insurance which retains for 
its chairman Eberly Hutchinson of Ful- 
ton-Hamilton counties, for many years 
chairman of this important committee. 
There are five changes on the Insur 
ance Committee: Campbell, of Albany, 


same 


was defeated at the polls; Male, of 
Schenectady, did not accept a renomin- 
ation; Kaufman, of New York, is made 
chairman of the Committee on Military 
Affairs; Benson, of Onondaga, did not 
return, and Hamill, of New York, clerk 
in a politician’s office, and who inter- 


ested the insurance world last year with 
his fifty thousand dollar resolution to 
investigate all insurance activities, is 
graduated to the Rules and Ways and 
Means Committees where he will rep- 
resent the minority. 
The personnel of the 
mittee: Chairman, 
Fulton-Hamilton, engineer; Kirkland, 
of Cattaraugus, farmer (new on com- 
mittee); Wheatley, of Steuben, retired 
merchant; Eldridge, of Warren, manu- 
facturer; Dunmore, of Oneida, lawyer; 
Merriam, of Schenectady, insurance 
(new man); Dayton, of Queens, realtor 
(new man); Stone, of Onondaga, law- 
yer (new man); Freiberg, of Erie, busi- 
ness executive; Conroy, of New York, 
lawyer (new man); Tonry, of Kings, 
real estate and insurance; Eberhard, 
of Bronx, insurance and realty; Stein- 
gut, of Kings, realty and insurance. 
The Judiciary Committee to which is 
referred amendments to the workmen’s 
compensation law, which are liable to 
play an important part in legislative 
activity this session has six changes. 
It loses Ullman, of New York, who 
was defeated; Barnes, of Oswego, who 
was not renominated; Benson, of Onon- 
daga, who did not return; McKee, of 
Bronx, who was appointed to a mun- 
icipal office; Cosgrove, of Richmond, 
who was eliminated at the primaries, 
and O’Connor, of New York, who grad- 
-uated into Congress. The committee 
retains its old chairman Edmund B. 
Jenks, a lawyer of Broome County, who 
during the Miller administration ad- 
mitted authorship of the public service 
commission law amendments. 
The Assembly has also provided for 
a new committee to which will be re- 
ferred all motor vehicle legislation. 


insurance com- 
Hutchinson, of 





STOKES LEAVES COMPANY 


E. C. Stokes, former United States 
manager of the Royal Exchange As- 
surance, has resigned from the com- 
pany. 


pend the enforcement of separation in 
the entire teritory and the Bureau com- 
panies told agents that no higher than 
former conference scale commissions 
will be paid in mixed agencies. 

Commissioner Baker arranged 
Chicago meeting, acting as 
iary. 

The next move will be for the com- 
missioners to take up the problem, 


the 
intermed- 


Washington Hearing 
On Oil Pollution Bill 


NATIONAL 





BOARD SENDS MAN 


Fire Perils as Result of Oil Discharges 
on Atlantic Coast Told 
Senators 


A hearing was held in Washington 
this week on the Wadsworth National 
Anti-Pollution League bill pro- 
hibiting the discharge of oil into navi- 
gable waters from floating craft or from 
land plants, oil refineries or gas works. 
Another bill is pending in Washington, 
introduced by Senator Edge, and aiming 
to eliminate oily discharges from 
floating craft only. 

H. E. Newell, engineer of the 
tional Board of Fire 
tended the hearing. Former Senator 
Frelinghuysen is chairman of the Na- 
tional Coast Anti-Pollution League com- 
mittee to push the Wadsworth bill. It 
has the endorsement of the War, State 
and Commerce Departments of the 
Government. 

A comprehensive program has been 
worked out intended to develop and 
make available all information that ex- 
ists anywhere on pollution problems, a 
survey of physical conditions regarding 
pollution over the entire country and 
the development of additional knowl- 
edge by research and agreement. Gov- 
ernor Silzer, of New Jersey, is inter- 
ested because of the condition of the 
Jersey shore, Delaware Bay and Pas- 
saic River. 


Coast 


Na- 
Underwriters, at- 





AGENT ATHLETE DIES 





George L. Drew of St. Louis, Once Won 
Cup As Best Athlete in English 


Colleges 
George L. Drew, associated with F. 
D. Hirschberg & Company, St. Louis, 
was fatally injured when he. slipped 


on the ice and frictured his skull a 
few days ago. He died nine hours lat- 
er in the City Hospital of St. Louis. 

Before going into insurance Drew 
was famous in football circles in this 
country twenty years ago, and going 
to England to attend Stonevhurst Col- 
lege, he was presented with the Queen’s 
Cup as the best all around athlete in 
English colleges in 1903. 





INSURANCE STOCKS 
The purchasing of stock in fire insur- 


ance companies by local agents repre-. 


senting them in the field has created 
much interest in the quotations on these 
stocks. That the readers of The Fast- 
ern Underwriter might have reliable in- 
formation in this connection we are re- 
ceiving latest quotations from J. K. 
Rice & Co., New York, who have spe- 
c‘alized in insurance stocks for the pasi 
ten years. These quotations will be 
found in this paper from time to time. 





EXCESS COVER DROPPED 
The Continental some time ago 
dropped its London excess cover con- 
tract. 





Personnel of the newly created mem- 
bership committee of the Richmond fire 
insurance exchange comprises Otis M. 
Alfriend, W. T. Johnson and George 
W. Warren. 


NEWSPAPER MERGER 


“United States Review” Absorbs “In- 
surance World,” Pittsburgh; Berg- 
stresser Goes With “Review” 
“The Insurance World,” of  Pitts- 
burgh, has been consolidated with the 
“United States Review,’ of Philadel- 
phia, the editor of which is Robert R. 
Learden, Jr. J. L. Bergstresser, who 
has been editor of the “Insurance 
World” for years, becomes vice-presi- 

dent of the consolidated paper. 





INVESTIGATE BIG FIRE 
The St. Louis Police Department ar- 
son squad headed by Lieutenant Will- 
iam Murphy, is investigating’ the $1,- 
150,000 fire in the block bounded by 
Fourth, Locust, St. Charles and Broad- 
way, on the night of January 5-6. The 
investigation was undertaken after Fire 
Chief William Penzer expressed the 
belief that there were two distinct fires 
in the conflagration, the first starting 
in the Day Rubber Company’s ware- 
house, 415-417 North Fourth Street and 
the second blaze in the store building 
410 North Broadway occupied by: the 
Ray Credit Clothing Company (Abra- 
ham Isentein, president, and Mark Ap- 
pelman, vice-president). This building 
was separated from the Day Rubber 
Building by a foot alley and all of the 
windows fronting on the alley were 
protected by fire windows. 





The Standard Accident will celebrate 
its fortieth anniversary with a large 
sales convention next July or August. 


REINSURANCE AND MERGERS 

Harrison Law, of Nutley, N. J., has 
published the 1924 edition of his ““Law’s 
State Chart.” On one page he says 
that in 1923 the following changes, in- 
volving reinsurance, merger or retire- 
ment took place: 

Atlantica, Sweden, retired. 
land National reinsured 
Eureka of Philadelphia 
with Eureka Casualty. 
Re. stopped U. 
tional retired. 
sured by North 
Marine & Motor, 
liquidation. 


Cleve- 
by Niagara. 
consolidated 
Fire Russian 
S. business. Globe Na- 
Great Republic rein- 
American National. 
of Texas, went into 
Merchants & Shippers 
merged in United States Merchant & 
Shippers. Michigan Auto absorbed by 
Great West Casualty. Moscow Re. 
stopped writing in United States. Ohio 
Valley assigned. Patriotic of Treland 
changed to Pafriotic of New York. 
Russian Re. discontinued writing here. 
United States Lloyds merged in United 
States Merchants & Shippers. Stand- 
ard of Hartford purchased by Aetna 
Life. 


E. C. JESSUP A GENERAL AGENT 

KE. C. Jessup, who has been special 
agent in eastern New York for the 
Fireman’s Fund is going to the Boston 
office about February 1 as an addition 
to the executive staff. His title will be 
that of general agent and he will assist 
in the supervision of underwriting in 
the New York and Middle Department 
field. Before joining the Fireman’s 
Fund four years ago in New York state, 
Mr. Jessup was with the Continental 
in the same field. 
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New Auto Rates For 
New York City Area 


P. L. RATES ARE | REDU CED 8'P: C. 
Other Changes Announced; As Manuals 
Won’t Be Out Till Monday, News- 
papers Are Used 


Considerable confusion existed last 
week in automobile underwriting cir- 
cles due to the peculiar situation where- 
by there were no published rates for 
several days to 


guide brokers and 
agents in this business. It had been 
announced previously — that certain 


changes in rates wgre to be made ef- 
fective January 1, but the manuals 
could not be distributed for general use 
until about January 14. Meanwhile 
field men could not quote definite rates 
for new business and renewals. 

On January 3 the public liability, 
property damage and collision rates of 
the National Bureau of Casualty & 
Surety Underwriters for the New York 
district were obtained somehow with 
out the consent of the Bureau and pub- 
lished in a New York newspaper. The 
story being incomplete, the Bureau it- 
self was forced next day to publish 
rates in full and since then automobile 
underwriters, agents and brokers have 
utilized newspaper clippings and ex- 
tracts from insurance journals as their 
temporary manuals. The complete 
manuals of both the National Bureau 
and the National Automobile Under- 
writers’ Conference are scheduled for 
appearance next Monday, January 14. 

Nothing as to the nature of changes 


in fire and theft automobile rates for 
the Eastern territory has been given 
out yet by the National Conference, 


Manager Young stating that he did not 


intend to publish anything prior to 
next Monday. 

The following automobile public lia- 
bility and property damage rates are 


announced by the National Bureau of 
Casualty and Surety Underwriters, ef- 
fective January 1, 1924, for the met- 
ropolitan district. These rates apply 
to all private passenger automobiles. 
No discount is allowed if the car is 
operated for private purposes only and 


(or) driven by the owner only. 

NEW YORK CITY. 
Symbol W. Symbol X. Symbol Y. Symbol Z. 
Pb: PD PE Po PL: PD PL. PD: 
$022 $24 $109 $27 $132 $31 $161 $36 


NEW YORK CITY 
Symbol W. Symbol X. 
I 


SUBURBAN. 
Symbol Y. Symbol Z. 


iL PD. Pk. BD. Pk. PD ri. PD 
$42 $15 $50 $17 Sol $19 $74 $23 
Territorial Boundaries 

New York City territory comprises the 
boroughs of Manhattan, Brooklyn and 


the Bronx and that portion of Queens 
County which lies west of a line drawn 
north and south starting at a point on 
Bowery Bay at Boody Street (formerly 
12th Street), thence south on Boody 
Street and 69th Street to Northern 
Boulevard (Jackson Avenue), thence 
westerly to Newtown Avenue, thence 
southeasterly along Woodside Avenue 
to 58th Street (Betts Avenue), thence 
south on 58th Street to Maspeth Ave- 
nue, and thence southwesterly along 
Maspeth Avenue to the Brooklyn Bor- 
ough line (Kings County line). 
(Note—Both side of the avenues and 


streets mentioned shall 
from the New York City territory). 
New York City suburban territory 
comprises all of Queens County not in- 
cluded in New York City territory, and 
all of Westchester County south of a 
line drawn from the north side of North 
Tarrytown through Kens‘’co Reservo'r 
to the western extremity of Connecti- 
cut 
(Note 


be excluded 


For adjoining 
territory see Nassau 
joining Westchester County territory 
see Ossining; for Borough of Richmond 
Staten Island). 
Efiective Date 

The new rates will be effective on all 
policies dating on and after January 1. 
1924, whether these policies represent 
new or renewal business and it follows 
that they must be applied uniformly to 
this business. Such policies if already 
issued are subject to endorsement at 
the revised rates. In this connection 
the new manual will carry the follow 
ing specific rule, which has been rec 
ordered with the New York Insurance 
Department in accordance with the rat- 
ing law and is, therefore, binding upon 
all of the companies subscribing to the 
new rates: 

Effective for all new and renewal 

policies dated on and after January 

1, 1924. No policy effective prior 

to January 1, 1924, shall be endors- 

ed or cancelled and rewritten to 

take advantage of the new rates 

and rules except at the request of 


Island 
County; for ad- 


Long 


see 


the assured and at the customary 
short rate charges. 
Revised Collision Rates 

The new collision rates continue on 
a high basis, with nine gradients of 
rates. The new rates for collision cov- 
er on cars operated from Territory 1 
are as follows: 


Full cover . $158 to $316 


$50 deductible. 33 to 160 
$100 deductible 17 to 110 

It is understood that these new auto- 
mobile rates have either been filed or 
shortly will be filed with the State In- 
surance Department, as required under 
the rate supervision law. 

In connection with the revision of 
rates on January 1, Jesse S. Phillips, 
general manager of the National Bu 
reau of Casualty & Surety Underwrit- 
ers, issued the following statement last 
week for the benefit particularly of pro- 
ducers in the New York area: 

Statement by Phillips 

“Because of the fact that the private 

passenger public liability and property 


damage rates have not been changed 
for the past three years, the recent 
revision of rates hag been concerned 


almost entirely with the rates for that 
type of car. It is contemplated, how- 
ever, that during 1924 the remaining 
types of automobiles will be taken up 
for consideration individually so that 
the manual revision will be completed 
in sections rather than as a whole, 
has been the case in the past. It is by 
this process that we hope to achieve 
better results because concentration of 
effort upon each part of the manual will 
undoubtedly enable the committees to 
give more careful attention to the pe- 
culiar problems which are involved in 
rating the many types of automobiles 
with which we have to deal. 

“In the revision of rates for private 
passenger carg the committees of the 
Bureau have been guided by the indi- 


as 


cations of a very large volume of ex- 
perience for policy yearg 1921 and 1922. 
This experience has been analyzed in 
great detail and as a result a much 
more accurate distribution of the ag- 
gregate premium income has been ob- 
tained. In other words, the revision 
has been productive of a much more 
equitable relationship between the rates 
for the several classifications and the 
same general result holds true as be- 
tween territorial divisions. 


New Manual Out Jan. 14 

“Unfortunately, because of the great 
volume of work involved it has been 
impossible for the bureau to print and 
to promulgate the new manual, even 
though the rates contained therein will 
be applicable to all new and renewal 
policies effective on and after Jan, 1, 
1924. It is contemplated, however, that 
the new manual will be in the hands 
of all of the company representatives 
on January 14. In view of the fact that 
the rates have not been released it is 
impossible to do anything more at this 
time than to give a rather general idea 
of the more important features of the 
new manual as it applies to private 
passenger car risks. This will serve 
to indicate the principles underlying 
the revision of rates and thus to pre- 
pare the way for the application of the 
manual to individual risks, the rates for 
which will not, of course, be subject to 
determination until the manual itself 
with all of its detailed schedules and 
rules is actually available. With this 
idea in mind it may be stated that the 
important features of the revision are 
as follows: 

“1. No change has been made in the 
four symbol divisions into which indi- 
vidual cars are thrown for the purpose 
of determining their proper classifica- 
tion for public liability and property 
damage coverage. These divisions will 


be continued as in the past 
same relationship between 
for the four groups. 

“2. The so-called 8 per cent and 20 
per cent discounts which have been ap- 
plicable in the past will be discontinued 
and all private passenger cars in each 
symbol group will take one rate, irre- 
spective of the use to which they are 
put and the character of the driver. As 
the 8 per cent and 20 per cent dis- 
counts represented restricted coverages, 
their elimination will have the effect of 
broadening the existing coverage for 
more than 50 per cent of the cars. This 
adjustment of coverages is accompa- 
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nied by a revision of the basic rates, so in accordance with the experience of 


viewing the situation 
country, there will be 
cases where the broadened 
will carry with it a _ rate 
than that now enjoyed by the 


that in general, 
throughout the 
only a few 
coverage 
higher 

sured. 

Relativity of Rates 

“3. While the relativity between the 
rates for the four symbol groups of cars 
remains the same, there has been a 
readjustment of the rate level for pub- 
lic liability coverage so that the aggre- 
gate premium to be derived from the 
new scule of rates will be lower by 
approximately 6 per cent than the pre- 
mium heretofore obtained on the same 
cal under the existing. schedule of 
classifications and rates. It does not 
necessarily follow that the premium 
level under the new manual will be 
lower than that under the old manual 
n each territory. The reduction which 
has been cited igs one which is to be 
realized upon the business, as a whole, 
taking the entire country into consid- 
eration Most careful attention has 
been paid to the experience records of 
individual territories so that if the in- 
dividual territory is to be taken ag a 
basis, it will be discovered that the re- 
sults of the revision vary in accordance 
with the actual experience of the ter 
ritory during the period under observa- 
tion In some cases the decrease ex 
ceeds that specified for the entire coun- 
try, whereas in other cases, which are 
comparatively few, there are actual in- 
creases in the rate level. The result 
of this is a more equitable distribution 
of the total premium income and a 
much closer approximation to the ac- 
tual experience of each individual ter- 
ritory 

“4. A similar readjustment 
has been accomplished for property 
damage coverage. In this case, how- 
ever, the aggregate effect of the re- 
vision is an increase in premium level 
of approximately 9 per cent. This in- 
crease, like the increase above referred 
to for public liability insurance, is noi 
the same in all territories, but varies 


of rates 


the individual territory, being greater 
in some places and less in others than 
the figure cited above for the entire 
country. 

Changes in Greater New York 


“5. There have been few changes in 
territorial classifications throughout the 
country. An important change has 
been made, however, in the Greater 
New York territory. A more equitable 
dividing line has been established in 
Queens County to separate the New 
York City territory from the New York 
City suburban territory. The proposed 
change gives the benefit of lower rates 
to the more restricted residential por- 
tions of Queens County, and will doubt- 
less obviate much of the criticism 
which hag been urged against the ex- 
isting line. 

“The new rates will be effective on 
all policies dating on and after January 
1, 1924, whether these policies repre- 
sent new or renewal business, and _ it 
follows that they must be applied uni- 
formly to this business even though 
policies effective on and after January 
1, 1924, may have been issued before 
the rates are available. Such policies, 
if issued before January 14, 1924, will 


be subject to endorsement at the re- 
vised rates. In this connection the 
new manual will carry the following 


specific rule, which has been recorded 
with the New York Insurance Depart- 
ment in accordance with the rating law, 
and is, therefore, binding upon all of 
the companies subscribing to the rates: 

Effective for all new and renewal policies 
dated on and after Jan. 1, 1924. No policy 
effective prior to Jan. 1, 1924, shall be endorsed 
or cancelled and rewritten to take advantage 
of the new rates and rules except at the re- 
quest of the assured and at the customary 
short rate charges. 

“The companies which are affected by 
these rates are members of the Na- 
tional Bureau, a list of which is repro- 
duced for the information of producers 
in Greater New York: 

Aetna Life Insurance Co., Columbia Casu- 
alty Co., Continental Casualty Co., Eagle In 
demnity Co., Federal Surety Co., Fidelity & 











O. J. PRIOR, President 





INCORPORATED 1868 


The Standard Five Insurance Co. 
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Casualty Co., Globe Indemnity Co., Tartford 


Accident & Indemnity Co., Indemnity Insur- 
ance Co, of J, 9 Independe nee Indemnity 
Co., London Guarantee & Accident Co., Lon 
don & Lancashire Indemnity Co., Maryland 
Casualty Co., Massachusetts Bonding & Insur- 
ance Co., Metropolitan Casualty Insurance Co. 
of, New York, New Amsterdam Casualty Co., 
Norwich Union Indemnity Co., Ocean Accident 
& Guarantee Corporation, Phoenix Indemnity 
Co., Preferred Accident Insurance Co., Royal 
Indemnity Co., Southern Surety Co., Standard 
Accident Insurance Co., Sun Indemnity Co., 
Travellers’ Insurance Co., Union Indemnity 
Co., U. S. Casualty Co., U. S. Fidelity & 
Guaranty Co, : . 

“In addition to the membership of 
the bureau, the following companies 
which are subscribing for the service 
of the Automobile Department of the 
National Bureau under the terms of 
the rating law of New York, will ob- 
serve in this state the rates and rules 
of the new manual and the procedure 
which has been adopted for rendering 
these rules and rates effective: Amer- 
ican Mutual Liability Insurance Co., 
Employers’ Liability Assurance Corp., 
New York Indemnity Co., Zurich Gen 
eral Accident & Liability Insurance Co.” 


OHIO FARMERS MESSAGE 
The Ohio Farmers, of LeRoy, O., sent 
this message in its holiday greetings: 
“At this merry season of the year, 
it is our wish that you will be merry. 
In the year that is to come, it is our 
hope that happiness and prosperity will 
be your lot. For the days that have 
gone, it is our desire that you know 


our appreciation of the pleasant busi- 


fess relationship that has been ours.” 


W. G. ARMSTRONG RESIGNS 





Vice-President of the National Liberty 
to Take Vacation Before An- 
nouncing Plans 





William G, Armstrong, vice-president 
and secretary of the National Liberty 
and secretary of the board of directors, 
has resigned. His resignation wag in 
the hands of the directors prior to the 
annual meeting on December 28 and 
became effective on the last of the 
year. Mr. Armstrong left the National 
Union of Pittsburgh in March, 1922, to 
join the National Liberty as secretary, 
and in September of last year was 
elected a vice-president. Most of the 
time he was in charge of the underwrit- 
ing and field supervision, and is known 
to have worked hard and diligently in 
the interests of the company. Mr. 
Armstrong will take a rest for a few 
weeks before announcing his future 
plans. 





STATE AGENT FOR PENNSYLVANIA 


Preston T. Kelsey, manager of the 
Sun Insurance Office of London, and 
president of the Patriotic Insurance 
Company of America, has appointed 


W. R. Budlong as state agent for Penn- 
sylvania with- headquarters at 205 Wal- 
nut Place, Philadelphia. Mr. Budlong 
will assume his new duties 1s of Jan- 
uary 1, 1924. 














The Sign 
of Good Casualty Insurance 





Guarantee and Accident 
| Company, Limited. 


OF LONDON, ENGLAND 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


». M. BERGER, General Manager 


| 

| The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 





Over sixty years 
of public service 








UNITED 
FIREMEN’S INSURANCE 


eS a= 


100 William Street, New York City 





F. W. Lawson, 
Chairman of the Board 


Percival Beresford, President 

Geo. R. Packard, Vice-President 
Herbert W. Ellis, Vice-President 
Howard Terhune, Secretary 

A. H. Hellriegel, Treasurer 

Frank J. Goodwin, Assistant Secretary 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 
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Appeal Case For 
Premium Liability 


WHEN CAN BROKER BE HELD? 
Another Test of Question Whether 


Broker or Assured is Responsible 
to the Underwriter 


The Appellate Division of the New 
York Supreme Court has affirmed unan- 
imously the judgment of the trial court 
in this case, which was in favor of 
Finn, Sandberg, Raynes & Lee, Ine. 
The court held that the appellants, Can- 
adian brokers, were liable for the pre- 
miums on the insurance which they 
asked to be placed through the plain- 
tiff. 

The Douglas Rogers Co., Ltd., mar- 
ine insurance brokers, last week ap- 
pealed to the Appellate Division of the 
New York Supreme Court from a judg- 
ment for Finn, Sandberg, Raynes & Lee, 
Inc., also marine brokers, with offices 
in this city, to recover premiums al- 
leged to have been paid by the plain- 
tiff, Finn, Sandberg, Raynes & Lee, 
upon the request of the defendant to 
various insurance companies to procure 
as alleged by the defendant for the 
assured a known principal, the Wedge- 
port Steam Trawler Co., Lim., insur- 
ance policies upon a vessel, namely, 
the beam trawler Bernard M. 

Appellant contends that defendant 
acted for a disclosed principal. It is 
sufficient to relieve the agent from li- 
ability if the disclosure of the fact of 
the agency and the identity of the prin- 
cipal be made before or at the time 
the contract is entered into or before 
liability is incurred on either side. 

Under the English usage the broker 
alone would be liable to the underwrit- 
er for the premiums, because as_ be- 
tween the assured and the underwriter 
the premiums are considered paid. 
Hence the general rule there 1s that, 
as regards premiums, the broker is the 
debtor of the underwriter and the as- 
sured is the debtor of the broker. 

In the United States it is a general 
rule that the assured is liable directly 
to the underwriter for the premium 
(Arnold on Marine Insurance, 10th ed., 
vol. 1, page 154, sec. 106; Winter on 
Marine Insurance, page 349; Mannheim 
Ins. Co. v. Hollander, 112 Fed., 549-552. 
U. S. Dist. Court, S. D. N. Y., 1901; 2 
Cooley’s Briefs on Insurance, 1917). It 
is a general rule that a broker who pro- 
cures insurance is a mere go-between 
and not liable for a premium on a pol- 
icy procured by him for another unless 
he acts under a del credere commis- 
sion, and this rule applies to marine 
insurance. In order to hold the agent 
personally liable it must be clearly 
shown that credit was given exclusively 
to him, that he had knowledge of that 
fact and that it was his intention to 
become the sole debtor (2 C. J., sec. 
488, page 815; Taintor v. Prendergast, 
3 Hill, N. Y., 75). Evidence of a parol 
brokerage agreement preceding the tel- 
egram was incompetent to show that 
those writings were not the final repos- 
itory of the agreements between the 
parties. 

Respondent contends that this action 
was brought and tried upon a special 
contract and the doctrine of principal 
and agent does not apply. No custom 
or usage having been pleaded or prov- 
en by the defendant it may not now be 
relied on to alter the contract or dis- 
turb the verdict. The written agree- 
ment claimed by the defendant to be 
the only contract between the parties 
is silent as to who should make pay- 
ment of the premiums and parol evi- 
dence was therefore competent to sup- 
ply this omission. 

Bertram LL. Fletcher for appellant; 
Joseph Thurlow Weed for respondent. 


Would End War Risks 
By Private Insurers 


GAMBLING, NOT UNDERWRITING 


S. A. Boulton, Ex-Chairman of Lloyd’s, 
Says State Should Handle War 
Risks in the Future 





S. A. Boulton, ex-chairman of Lloyd’s, 
London, in a recent talk before the 
Corporation of Insurance Brokers in 
England on fifty years of marine insur- 
ance, made the rather startling pro- 
posal that in case of another war, war 
risk insurance should not be under- 
written by private insurers, but should 
be undertaken by the government. 
War risk insurance was not underwrit- 
ing but pure gambling, according to Mr. 
Boulton, who ig a veteran in the busi- 
ness and who possesses one of the 
keenest minds in England on marine 
insurance matters. 

Having dealt with the services rend- 
ered by the members of Lloyd’s to the 
Government during the late war, Mr. 
Boulton said what the Government 
scheme for covering war risks on car- 
goes would be when the next war came 
they did not know, but there should 
certainly be one for the protection of 
trade. Meanwhile underwriters were 
covering the risk for a mere nominal 
premium, apparently just as they were 
doing before the last war. He realized 
the serious nature of the suggestion he 
was about to make, but he felt it to 
be his duty to make it. Modern war 
was not the war of 50 years ago; it 
was sudden in its outbreak and over- 
whelmingly destructive in its effects. 
He suggested that the methods of 
marine insurance could no longer be 
applied to it. 

To attempt to do so was not insurance, 
it wags a gamble for the reason that 
the risks could not be estimated or av- 
eraged, and it was not possible to build 
up reserves to meet the possible con- 
tingencies. The risk of war should be 
excluded from the marine policy, as it 
already had been excluded from the 
first policy. War losses should be 
borne by the community. The state 
should be responsible. In the event of 
war underwriters could give their serv- 
ices to any state scheme as they did 
in the last war, but they could not, 
under the conditions: now existing, con- 
tinue to bear the burden. The F. C. 
and S. clause should be included in 
every marine policy and an agreement 
signed that it should never be taken 
out. 

Without being open to the charge of 


being an alarmist, he would say that 
the present political condition of Eu- 
rope, governed as it almost was _ uni- 


versally by military force, justified 
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AUTO YEAR SATISFACTORY 





W. S. Crawford Finds Underwriters 
Had Good Income and Average 
Losses; Death Rate 
Rising 
Automobile underwriters will regard 
1923 as a fairly satisfactory year from 
the profit viewpoint, according to Wil- 
liam S. Crawford, insurance editor of 
the “Journal of Commerce,” in a re- 
view of insurance in the annual auto- 
mobile number of the “Journal of Com- 
merce.” Losses have not been exces- 
sive and the premium income of good 
proportions. Better underwriting of the 
moral hazard has aided largely in re 

ducing the number of claims. 

Certificate of title laws, already 
adopted in eleven states, are proving 
successful in curbing automobile thefts, 
according to Mr. Crawford. However, 
the Federal Dyer Law is not working 
out as well as expected, for few con- 
victions have been secured under it. 
Life Companies, as well as automobile 
writing companies, are staggered by 
the growing death rate due directly to 
motor car accidents, most of them en- 
tirely preventable. Were it not, writes 
Mr. Crawford, for improvement in the 
death rate in certain diseases which 
are leading causes of mortality, the ris- 
ing rate of automobile deaths would 
probably have a serious effect on the 
dividends of participating life insur- 
ance companies. 





WILL WIND UP ACCOUNTS 

W. J. Roberts, 63 Beaver Street, who 
for three years has represented the 
Merchants & Shippers as its marine un- 
derwriter, will collect all outstanding 
premiums and adjust and pay all losses 
applying to the business written by 
him. 





EXxtension Properties, Inc., has been 
formed in Buffalo to carry on an insur- 
ance and realty business with a capital 
of $75,000. The directors are A. B. 
Hooliban, Buffalo; W. T. Cooper, Buf- 
falo, and James Babcock, New York 
City. 





prompt and united action by the under- 
writing community. 
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LOOK FOR GOOD LAKE SEASON 





Buffalo Reports Are That Fine Weather 
and Heavy Business Should Make 
Profits for 1923 


Buffalo, Dec. 31.—Great Lakes mar- 
ine insurance expired at midnight, De- 
cember 12 and with the limited and 
incomplete data which is at hand at the 
close of the navigation season, it ap- 
pears that the losses for the fall season 
are reasonably small. The weather has 
been favorable to lake shipping. There 
have been no heavy blows and no heavy 
losses. 

Another favorable circumstance this 
year is that the business written has 
been heavy. It looks as though it would 
be a profitable season. It is true that 
there have been several minor losses 
during the season and they total to a 
rather large figure and while the navi- 
gation season is finished, there is still 
the possibility of damage to bottoms 
and cargoes in their winter berths. 

The barge canal business has been 
good but the volume due to the reduc- 
tion of grain business, is no larger than 
last year and the number of minor los- 
ses is reported disagreeably large from 
an underwriting standpoint. 





ENGLISH HULL AGREEMENT 


The “understanding” between under- 
writers that was come to in August last 
year, by which the insured values of 
hulls are maintained or an advance in 
rate is obtained if values be reduced, 
hag fulfilled its purpose excellently. 
The whole of the autumn renewals 
were placed with this understanding 
in force, and, moreover, strictly ab- 
served by the market. The business 
going forward in the early part of 1924 
is, therefore, no worse as regards val- 
ues and rates than that which went 
forward early in 1923. The hull mar- 
ket is now faced with the problem of 
maintaining the standard set by the 
August “understanding” throughout 
1924. Presumably, to continue on ex- 
isting lines would be sufficient, were 
it certain that the market will remain 
adamant on the points involved, which 
are simply those of rates and values. 

“The Policy Holder.” 





COAST SEEKS LOWER RATES 


While nothing definite is known it 
is expected that automobile collision 
and property damage rates for the Pac- 
ific Coast territory will be reduced to 
meet urgent requests of members of 
the Pacific Coast Automobile Under- 
writers’ Corference. A delegation 
from that conference was in New York 
last week to confer with the National 
Bureau of Casualty & Surety Under- 
writers on this question of revising 
rates and it appears as though they 
bad won some promises. The delega- 
tion left New York Saturday. Mutual 
and reciprocal competition on the Pac- 
ific coast has grown so acute that the 
stock companies are faced with the al- 
ternative of reducing rates or losing 
business. Influenced by the urgent 
pleas of agents plus the improved ex- 
perience on automobile risks the con- 
ferences are believed to be ready to 
yield to the coast members. 
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Meaning of Thieves 
In Marine Policies 


SUIT UNDER F. P. A. POLICIES 
English Court Rules That Theft of 
Whole Case May Not Be 
F. P. A. Loss 


In the King’s Bench Division in 
England recently \before Mr. Justice 
Bailhache, in the case of La Fabrique 


De Produits Chimiques Societe Anony- 
me v. F. N. plaintiffs claimed 
for loss of goods insured under a policy 
of marine insurance from London to 
Bordeaux, whilst there, and thence to 
jrugg, Switzerland, according to “The 
Journal of the Corporation of Insurance 
Brokers.” For plaintiffs it was stated 
that the subject matter of the insurance 
was £1,000 and the goods insured com- 
prised two cases of vanillin valued at 
£462 


Large, 


and £363 and one of caffeine 
valued at £275. It was an f. p. a. in 
surance covering from warehouse to 


wurehouse, and included conditions of 
Institute Cargo Clause. 


While the goods were in the ware- 
house of forwarding agents Waiting to 
be put on board ship for Bordeaux, 


burglars broke into the warehouse and 
took away the two cases of vanillin, 
and plaintiff's claim was for the loss 
of these two cases by the insured peril 
of thieves, 

Mr. Justice Bailhache in 
of his judgment said the defence to 
the claim by the owners assumed that 
the loss was only a particular average 
loss, and as a particular average loss 
was excluded, the underwriters were 
not liable. There was also another de- 
fence, that even assuming it was not a 
particular average loss, but a total loss 
Which could be severed from the rest, 
there was no theft within the meuning 
given to theft in a policy of marine in- 
surance, 

Dealing with the second point first, 
the facts appeared to be that the goods 
were 1n a Warehouse which was duly 
locked up at night and the warehouse 
was broken into. le was rewunded 
that the list of thefts in a poicy of 
marine Imsurance did not cover the 
ordinary clandestine theft, but only a 
theft covered by violence. He was not 
sure in a warehouse-to-warehouse pol- 
icy the word “thieves” ought to be 
limited to thieves by violence in the 
sume way us it Was in a purely marine 
policy, 

However 


the course 


that might be, this was 
clearly a theft by violence. There was 
a smashing of two sets of bars by crow- 
bars, and it seemed to him that clearly 
Was a theft by violence. He did not 
think by violence there must be an as- 
sault on some person or other. It was 
sald the policy being free of particular 
average, and only a portion of the goods 
which were insured having been stolen, 
there was no total loss of the whole, or 
of any part, and there was no claim 
under the policy. That seemed to him 
to stand on authority and on the Mar- 


ine Insurance Act, 1906, in this way. 
Where perishable goods were insured 
for a lump sum and in bulk, and the 


bulk was of the same description, then 
the total loss of part of the bulk gave 
no claim under a policy which was f. 
p. a. 

It was a particular average loss, and 
no claim could arise on it. aly TRS 
Very often there were express words 


in a policy which made each package 
a separate insurance. In that case the 
total loss of one package was a total 
loss of that. particular package, and 


the underwriters were liable, although 
the policy 


Was f. p. a., and they were 
liable for the loss of that particular 
package. It had been held, even though 
the species were the same, yet if con- 
tained in cases or packages which 


were themselves separately valued, that 
the loss of one of these packages was 
a total loss of that package, and not 
a particular average loss of the whole. 


Another Analysis Of 
1923 Marine Business 


SEE 





CAN MODERATE 


Well-Known Underwriter Believes Pil- 
ferage Losses Can Be Still 
Further Reduced 


PROFIT 





By a Prominent Underwriter in 
the New York Marine Market 


The year 192% is quite likely to pro- 
vide somewhat of a paradox to most 
marine insurance underwriters. It has 
been a year of annoyance and discom- 
fort as far as peace of mind is con- 
cerned and yet to most companies the 
results of the 1923 account will probably 
not be unprofitable as regards under- 
writing results. 

The disturbing feature was provided 
by two elements—first, as far as over- 
seas commerce was concerned there 
was a most decided diminution in 
volume, both export and import cargo 
being at a very low ebb, and of course, 
half filled ships means rather “poor 
picking” for. marine insurance compa 
nies. This was ameliorated somewhat 
by higher values in some cases, as for 


instance, cotton, which is at the pres- 
ent time at a very high level but in 
the main the volume was not very 


satisfying. 

In the second place, this condition in- 
duced the attendant evil of rate com- 
petition—the reason for this, of course, 
being clear (viz): the reduction of in- 
come due to the lowered volume pro- 
ducing a consequent restlessness es 
pecially among the bookers and to a 
certain extent, among the companies. 
New business being practically non- ex- 
istent there remained only established 
accounts on which to operate and the 
result has been a frequent “switching” 
of accounts and lowering of rates. 

it will probably be found, however, 
that a moderate profit will have been 
made in most cases, though until more 
is definitely known of actual losses in 
the Japanese disaster, it will be hard 
to form even an estimate with any de- 
gree of accuracy. 

In a general sense, certain 
of the business have shown 
ment. There seems to be a healthier 
atmosphere to the pilferage situation 
as regards overseas business, but those 
companies doing inland transportation 
insurance in this country and especial- 
ly in and around New York City, have 
had some very heavy losses such as 
entire truck loads of silk and tobacco 
being taken. 

It seems almost incredible that these 
thefts cannot be run down, especially in 
the case of such a commodity as silk 
as so large a quantity of silk as a whole 
truck load involving probably fifty 
thousand dollars in value can only be 
sold to large operators and these should 
know by the source from which the 
merchandise is offered whether or not 
the ownership is legitimate. 

The Lake business terminated hap- 
pily without the total losses which for 
successive years seemed to be almost 
a certainly. 

All in all, the year, while as stated 
before, being vexatious and difficult 
from an underwriting point of view— 
due to constant rate cutting—will prob- 
ably give to most of the companies a 
moderate underwriting profit. 


branches 
improve- 


It seems to him in this case not only 
were the goods of different species, 
which of itself would be sufficient, but 
they were separately valued. That was 
a double reason for saying that the loss 
was not a particular average loss of 


the whole of the goods, but was a total 
loss of the particular goods which were 
stolen, viz., the two cases of vanillin. 

Judgment was given for the plaintiffs 
for the amount claimed, with interest 
and costs. 
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Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 


INDEMNITY 
insurance policies from the first reported 
case in 1908, with analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 


Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 


Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 


Losses in Transportation, Violations of Law 
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Defenses, Public Service Vehicle Bonds, 
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| CASUALTY AND SURETY NEWS 








Royal Indemnity 
Premiums $13,500,000 


$500,000 IN NEW YORK CITY 





Eagle’s Premiums Upwards of $1,300,- 
000; President Jewett Started With 
Company as Assistant Secretary 


The feat of the Royal Indemnity in 
writing upwards of $500,000 of pre- 
miums in the City of New York last 
year is a good illustration of the popu- 
larity of that company in its home city. 
It proved gratifying to the company as 
President Jewett made a public state- 
ment reading in part as follows: 





“This expression of confidence can- 











M. E. JEWETT 


not be disregarded by the management 
and it, therefore, begs to extend its sin- 
cere gratitude to those whose efforts 
have made these results possible.” 

The Royal Indemnity showed a steady 
growth all along the line last year and 
the final figures show that its premium 
volume was $13,350,000, as compared 
with $11,518,000 in 1922. The Royal 
Indemnity has been a popular company 
from the start. It did not begin writ- 
ing business until February, 1911. 

The Eagle Indemnity, of which Mr. 
Jewett is also president, gives every 
evidence of having found a place for it- 
self in the good graces of insurance 
agents as its premium volume last year 
vas upwards of $1,300,000, although it 
did not begin writing until the end of 
June. The stockholders of the Eagle 
Indemnity recently increased its sur- 
plus. 

President Jewett is highly regarded 
throughout the insurance fraternity 
where he igs regarded as a level-headed 
und progressive insurance executive. 
He was educated in lowa and at the 
University of Illinois and his first work 
Was aS a member of the engineering 
corps of the United States Government. 
Later, he had banking and business ex- 
perience in Iowa. He entered the in- 
surance business by assisting in the or- 
ganization of a St. Louis insurance com- 
pany. That was in 1905. For about a 
year and a half he was associated with 
the General Fire Extinguisher Com- 
pany, after which he went with the 
Travelers. At first he was a special 
agent; next a branch manager in Syra- 
cuse, then he held an executive posi- 
tion here. He joined the Royal Indem- 
nity in 1910, starting as assistant sec- 
retary. 





Burt C. Hubbard has been appointed 
a general agent for Duluth, Minnesota, 
by the Royal Indemnity. 

















Call Pa. Fund’s 10 P. C. 
Differential legal 


AGENTS BEFORE GOV. PINCHOT 





William S. Diggs, of Pittsburgh, Prin- 
cipal Speaker; Ask Governor for 
Support of Agents’ Viewpoint 


The 10% differential permitted the 
Pennsylvania State Workmen's Insur- 
ance Fund was declared to be in viola- 
tion of Pennsylvania laws by 40 rep- 
resentatives of 8,000 agents and brok- 
ers in compensation insurance who ap- 
peared before Governor Pinchot of that 
state. The spokesman of the delega- 
tion was William S. Diggs of Hoover 
& Diggs Company, Pittsburgh. 

The delegation asked that Governor 
Pinchot sustain the action of Insurance 
Commissioner Samuel W. McCulloch in 
his ruling that the differential of 10% 
in rates for premiums charged by the 
State Fund over those of compensation 
companies be abolished. Commissioner 
McCulloch issued his order sev- 
eral weeks ago, but the differential 
Was restored in twenty-four hours on 
orders from Governor Pinchot. 

“By reason of certain special advan- 
tages the State Fund has now long 
since passed the place its representa- 
tives set as the point after which they 
no longer needed special advantages,” 
Mr. Diggs told the Governor. 

“We come before you asking only for 
a square deal in the future, and the el- 
imination of special favors and prefer- 
ential treatment to the State Fund that 
has existed since 1916.” 

Discrimination Against Agents 

The 8,000 agents represented by the 
delegation are citizens, pay taxes and 
licenses, but are subject to discrimina- 
tion, the Governor was told. The del- 
egation promised, if Governor Pinchot 
desired, to bring before him the repre 
sentatives of insurance companies with 
whom an agreement was made that 
the 10% decrease in rates was to be 
permitted only long enough to permit 
the State Fund to start properly. 

“We are asking that when the Insur- 
ance Commissioner, in accordance with 
the act of Assembly, has designated 
rates for compensation insurance that 
in his judgment are adequate, all car 
riers be required to observe 
rates,” Mr. Diggs continued. 

“If the manual rates, less 10% as 
now used by the State Fund are ade 
guate rates for compensation’ insur- 
ance, we ask the privilege of using the 
same rates with the same differential; 
while if a 10% differential for all car- 
riers from these manual rates would not 
provide adequate rates for compensa- 
tion insurance. we ask that the com- 
missioner shall designate what are ad- 
cauate rates and that then every car- 
rier, without exception, he required to 
adhere to them.” 

The delegation left a brief with the 
Governor which said that rates might 
not be adequate for all companies, but 
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that the factors which would make 
changes in rates would be mismanage 
ment or extravagance by some compa- 
nies, or careful and intelligent selec 
tion of risks, efficient inspection ser- 
vice in co-operation with the policy 
holder, and other service, by the other 
companies. 

“The public at large is not looking 
to your administration to repeat the 
mistakes of the past,” Mr. Diggs re- 
minded Governor Pinchot, “but are look 
ing to you as Governor for a new deal, 
based on squareness, uprightness and 
justice. In this particular case, Com 
missioner McCulloch kas already ap- 
proved a manual of rates requiring 
every carrier in the state to adhere 
str’ctly thereto, and we respectfully 
ask that instead of overruling the Com- 
missioner, properly and legally dis 
charging his duties, you will support 
him therein, thereby removing intoler 
able, unjust and unfair conditions that 
have existed in this state.” 





AIDS RED CROSS DRIVE 

M. L. Jenks, vice-president of the 
American Surety, who has this year 
been chairman of the Casualty & 
Surety division of the Red Cross Roll 
Call, has received advices to the effect 
that subscriptions are still being re- 
ceived. Thanks is also given to Mr. 
Jenks and his lieutenants for their 
service in covering the field. Mr. 
Jenks through a thorough organization 
of the casualty and surety companies 
was able to secure a large number of 
subscriptions. 
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PENNSYLVANIA FUND 
Money Recoverable From Policyhold- 
ers For Premium Readjustments; 
Many Errors in Examinations 


As a result of an audit of the Penn- 
sylvania State Workmen’s Insurance 
Fund, Auditor General Lewis of Penn- 
sylvania announces almost $50,000 is 
recoverable by the Fund. 

The announcement followed filing of 
a preliminary report by certified ac- 
countants whom Lewis employed to 
audit the books of the State Fund. 
They investigated approximately 100 of 
23,000 policyholders, and reported $33,- 
545 recoverable from seventeen policy- 
holders for premium adjustments, 
$6,204 for over-payment of reinsurance 
premiums, and $9,634 for over-assess- 
ments by rating bureaus. 

The reasons assigned by the auditors 
for making necessary adjustments of 
premiums included clerical errors by 
employes of the Fund, application of 
incorrect rates, incorrect classification 
of employes within the classification 
prescribed. Clerical errors in report- 
ing payroll by policyholders and cer- 
tain omissions from payrolls, such as 
lodging and board when furnished as 
part of compensation, and amounts 
charged employes for goods or ad- 
vances. Many other errors may be de- 
tected in examination of the remaining 
23,000 accounts, the auditors’ report 
said. 

The practice of field men of the 
Fund in indicating to policyholders that 
their return of salaries paid should be 
based on the maximum sum for com- 
pensation of $20 a week is condemned 
by the report. 

The sums held recoverable include: 

For over-payment of reinsurance pre- 
miums: American Reinsurance Com- 
pany, $5,467.09; Lloyd’s’ of London, 
$736.97; total, $6,204.06. 

For over-assessments by rating bu- 
reaus: Pennsylvania Compensation 
and Rating Bureaus—Coal Mine Sec- 
tion, $6,863.55; Commercial Section, 


$2.770.88; total, $9,634.43. 

Sums ranging from $125 to $15,283 
are held recoverable from various com- 
panies carrying insurance in the State 
Fund. 
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Analyzes Plate Glass Policy 


The plate glass policy has been anal 
yzed for agents of the Fidelity & Cas- 
ualty by Nelson D, Sterling, vice-presi- 
dent, in a booklet of twelve pages. He 
does it in the form of questions and 
answers. Some of them follow: 

Company's Liability. What is the limit 

the company’s liability? 

The actual cost of replacing the glass. 

There is no insurance against conse- 
quential damage, such as, injury to the 
stock in the window space or to frames 
or to any other part of the building. 

tmount of Insurance. Ts the glass in- 
sured for a stated sum? 

No. The policy provides, however, 
that the cash liability is limited to the 
value of the glass at the time of the 
breakage. This means inclusive of la- 
bor costs incidental to setting the glass. 
There are very few occasions when 
plate glass losses are adjusted by cash 
settlement—-mainly when a change of 
store front construction is to be made. 
Ninety-nine per cent of losses are ad- 
justed by replacement. The company 
reserves to itself the right to replace 
or pay for the loss in money. 

Iinmediate Notification of Loss. 
mediate notice of loss required? 

Yos. This requirement is based upon 
the need of immediate investigation 
and protection of the company’s inter- 
est in the salvage (the broken glass) 

Notice of Loss. To whom is notice 
aiven? 

To the agent who has countersigned 
the policy or to the Home Office of the 
company. 

Proof of Loss. Is affirmative proof of 
loss demanded by the company? 

Yes. The cause of loss is less likely 
to be misstated if the proof must be 
sworn to before a notary public. 

Prompt Replacement. What provision 
is made for prompt replacement? 

The company obligates itself to make 
replacement without unnecessary de- 
lay. There are occasions when glass 
is not immediately obtainable, especial- 
ly in small towns, hence the policy 
could not guarantee immediate replace- 
ment. The plate glass insurance com- 
pany recognizes the need of prompt 
service and every effort is made to ren- 
der the same to the assured. 

Rights of Recovery. What may the 
company do to recover from a_ person 
causing breakage? 

The assured is required to assign 
to the company such rights of recovery 
as are his under Common Law. A spec- 
ial form blank is furnished for this 
purpose. It is very essential that names 
of witnesses to the occurrence of break 
age be procured. ‘This in event of an 
action-at-law being necessary to bring 
about recovery. 

Fire Losses. Ts the company liable for 
this kind of loss? 

No. Nor for any loss caused by, or 
resulting in any manner from fire. If 
the heat of flames from a burning build 
ing opposite or near the building con- 
taining the glass insured should break 
such glass there would be no liability 
upon the plate glass insurance compa- 
ny. Fire insurance companies insure 
against this kind of loss. 

Earthquake, Military or Usurbed Pow 
er. Blowina-up of Buildings When Auth- 
rived by Civil Authorities. 

The company is not liable for any 
loss occurring under the foregoing con 
ditions. 


Ts im- 


Tf the assur 
similar insurance in another 
v how is locs adjusted? 

Fither by naying to the assured an 
amount equal to the proportion which 
the pnoliev bears to the total of eallee 
table insurance, or by first securing an 
assignment of rights of recovery 
against the other insurer for its pro- 
portion of the loss end then pnroceed- 
ing with the replacement Tt tg very 
rarelv thet concurrent insurance is car 
ried } ‘Se owner in plate elass ingur- 
ance *requently an owner and_ ten- 
ant, without knowledge of either of 
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the fact, will carry insurance on the 
same glass. In that event each com- 
pany pro-rates the loss. 

Obstructions to Replacement. Does the 
company pay the cost of removal of win- 
dow fixtures preceding the installation of 
glass? 

No. The policy provides that the 
assured shall, at his own expense, re 
move and replace any partitions, 
frames, settings, woodwork, gas fix- 
tures or electric-light fixtures, or any- 
thing else necessary to be removed in 
order to set the glass. 

Protection of Company's Interest 
Against Further Loss or Damage. What 
obligation rests upon the assured in this 
connection? 

The assured is required to use all 
precaution to prevent any further loss 
or damage resulting from the breakage. 
There are occasions when a breakage 
will occur which imperils the adjoining 
plate. The assured is required to take 
immediate steps to remove that condi 
tion. 

ROYAL APPOINTMENT 

The Royal Indemnity has appointed 
the Mourer Insurance & Security Co., 
South Bend. Ind., as general agents for 
that city. 





COMPLETES NEW MANUAL 

The U. S. National Life & Casualty 
has completed its new combined Com- 
mercial and Monthly Premium Pay- 
ment Insurance Manual of Instructions 
to Agents. The Manual contains 120 
pages of insurance information and in- 
structions not usually found in Acci- 
dent and Health Manuals. The publish- 
ing of such a Manual for each main 
underwriting department is part of the 
educational plan put into operation by 
the company. This Manual is the sec- 
ond one in the series, the Weekly Pay- 
ment Manual having been published 
last July. 
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Curbing Industrial 
Accidents in 1924 


TO INAUGURATE CAMPAIGN 
Drive Will Be Made Under Auspices of 
New York Labor Department to 
Halt Casualties 


Governor Alfred E. Smith has desig- 
nated January 16 as “Industrial Safety 
Day” and desires the co-operation of 
all citizens in making that day espec- 
ially and the week beginning January 14 
generally, a time during which atten- 
tion shall be concentrated particularly 
upon the subject of “Industrial Safety.” 
The drive will be continuous. 

In a memorandum relating to indus- 
trial safety issued by Arthur Williams, 
of the New York Edison Co., and chair- 
man of the committee of employers, 
labor leaders, educators and civic work 
ers which is co-operating with Bernard 
L.. Shientag, State industrial commis- 
sioner, in the prevention of industrial 
accidents, thousands of employers and 
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millions of wage earners in New York 
State have resolved that the coming 
year is to see a large reduction in the 
number of accidents and deaths to in- 
dustrial workers. 


In his memorandum Mr. 
goes on to say: 

“Our industrial safety drive promises 
results that should make the New Year 
happy in one important respect. The 
way the pledges of support ard co-oper- 
ation are coming in from employers, 
workers and the public generally leads 
me to believe that many manufacturers 
and wage earners have included in their 
New Year resolutions the determina- 
tion to cut down the appalling number 
of industrial accidents and deaths in 
this state. Chambers of Commerce, 
Rotary Clubs, Boards of Trade, fra- 
ternal and civic organizations will fea- 
ture industrial safety taiks at their 
gatherings between now and Industrial 
Safety Day. Clergvmen and_ school- 
teachers are doing their share and it 
looks as if we have at last aroused 
the state to the necessity of curtailing 
the unnecessary industrial slaughter. 

“Many manufacturers were unable to 
credit the statistics of the State De- 
partment of Labor showing that indus- 
trial accidents now total 300,000 an- 
nually, an average of more than 1,400 
of such accidents resulting in deaths. 
Employers are now paying out in com- 
pensation claims to the state’s injured 
workers more than $17,000,000 a year. 

“Despite the safeguards provided in 
practically all the industrial establish- 
ments of the state, the records of the 
State Department of Labor show that 
the industrial accidents and deaths have 
been increasing each year. 

“More than 1,000 of our workers are 
injured every working day in the year. 
Five of these workers die of their in- 
juries every working day in the year. 
Last November there were 192 indus- 
trial deaths in the state, thirty-two 
more than in October. Investigation 
has shown that more than half of these 
accidents and deaths are preventable.” 

An “Industrial Safety Campaign Com- 
mittee’ has been appointed to handle 
the campaign and is composed of the 
following: Governor Alfred E. Smith, 
honorary chairman; Arthur Williams, 
chairman; Mrs. Henry Moskowitz, sec- 
retary and Sam A. Lewisohn, treasur- 
er; operating under the direction of 
Bernard lL. Shientag, industrial com- 
missioner and under the auspices of the 
Department of Labor of the State of 
New York. 


Those engaged in soliciting the inter- 
est and co-operation of the insurance 
interests are: D. G. Luckett. secretarv 
and general manager of the United 
States Casualty; F. Robertson Jones, 
secretary-treasurer of the Workmen’s 
Compensation Publicity Bureau, and 
John L. Train, genral manager of the 
Utica Mutual. 


Williams 





Cohen & Schwartz, managers for the 
National Casualty Company in Phila- 
delphia and vicinity, report an increase 
of 50% in the volume of health and 
accident business written by the agency 
during the last six months of 1923 and 
an increase of 374%42% during the entire 
year. 
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Says Money Jackets. 
Would Stop Hold-Ups 


PROTECTION OF MESSENGERS 


Pay-Rolls Should Be Concealed, Not 
Sent Through Streets in 





Satchels 
By Calvin S. Slagle, 
Agency Department, United 


States F. & G. 


More than thirty large holdups have 
occurred in New York City from Jan- 
uary 1 to November 15, 1923. In these 
robberies bandits have escaped with 
more than $250,000. Five messengers 
have been killed and two wounded. 
while three bandits have lost their 
lives. 

On November 14, 1923, two bank mes- 
sengers were shot to death and a pay- 
roll of $43,000 stolen by two bandits at 
a station of the West End Subway line 
in Brooklyn, N. Y. 

The bank employes were just going 
down the stairs of the station, when 
the two bandits, with drawn guns, met 
them, and without calling upon them 
to hold up their hands, immediately 
fired shots at close range. The bank 
men staggered a few feet and fell dead 
on the platform a few feet apart from 
each other. Both messengers were 
armed but did not have an opportunity 
to use their weapons. 

On the same day in the same city, 
three armed robbers held up a paymas- 
ter and a chauffeur of the Ward Bak- 
ing Company in the vestibule of the 
Brooklyn plant and escaped with a pay- 
roll amounting to $18,500. 

Many SuggeStions 

The holdup of messengers carrying 
money is a daily occurrence in some 
part of the country. 

All kinds of suggestions are being 
mede to prevent these crimes. Armor- 
ed cars, the payment of wages by 
checks, an increase of the police force, 
guards for the messengers, heavier sen- 
tences for the bandits, the breaking up 
of their resorts, and a Federal law res- 
tricting the sale of firearms, have been 
proposed. 

Apparently, the most useless and 
cruel precaution is to arm the messen- 
gers. The result of this is the killing 
of the messengers in addition to the 
loss of the money. Revolvers in the 
pockets of the messengers are no pro- 
tection against pointed revolvers. Arm- 
ed guards with their hands on their 
revolvers and following the messen- 
gers are a greater protection. But the 
bandits always have “the drop” on the 
guards and shoot first. 

Helpful in preventing these crimes. 
however, as the precautions suggested 
may be, they will be futile as long as 
the black bag is in evidence. 

Invitation To Thieves 


The superintendent of the claim de- 
partment of one of the bonding compa- 
nies recently said, “Daily I see messen- 
gers in the Wall Street district, carry- 
ing large sums openly.” The bag or 
satchel with which the messenger 
emerges from the bank is an open in- 
vitation to bandits. The messenger 
might as well carry a large sign with 
the notice “Take heed ye bandits. The 
fruit is ready to be plucked.” This 
open display and invitation passes com- 
prehension, especially when it is en- 
tirely unnecessary. 

Bonds and bank notes to a large 
amount can be carried on the person 
without attracting attention. A jack- 
et with pockets all around it could be 
worn beneath the top coat. Securities 
or a payroll distributed in the pockets, 
which should be securely fastened, 
would not be so bulky as to be notice- 
able. A large payroll in notes of small 
denomination can be carried in this 
way. Other provision could easily be 
made for the small amounts of frac- 
tions of a dollar needed. 


The messenger would attract no at- 
tention. He could not easily be dis- 
tinguished. But if a study would be 
made of a situation by bandits and the 
messengers be “spotted” and attacked 
it would require more time than the 
bandits could afford to give to abstract 
the money from, the closed and fasten- 
ed pockets. The difficulty of separat- 
ing the messenger and the payroll 
would be so great as to make the suc- 
cess of the attempt doubtful. The kid- 
napping of the messenger in the day- 
time in the heart of a city would also 
present difficulties so great as to deter 
the most desperate bandits. 

It has been suggested that this meth- 
od of carrying the payroll is quietly 
followed in some instances and that ad- 
visedly the method is not made public. 
The money-jacket for this purpose is 
used abroad. The wonder is that its 
use is not general and that any bank 
or business concern should send mes- 
sengers through the streets with large 
amounts of money in a satchel. Do- 
ing so is an open invitation to attack. 
It is flaunting temptation right in the 
faces of criminals. 

Insurance companies could put a 
stop to this foolish practice if they 
would increase the rate of messenger- 
holdup insurance where the money is 
openly displayed in this way, and give 
a lower rate to institutions which have 
the foresight and judgment to carry 
money and securities secretly on the 
persons of the messengers. The expe- 
rience would certainly justify the dis- 
tinction. 

Bankers could learn a lesson from 
the'r wives who do not invite robbery 
by carrying large amounts of money in 
their satchel but secrete the notes on 
their persons. 





SIMPLIFY BOND WRITING 
Union Indemnity of New Orleans 
Creates Combination “Individual and 

Schedule Fidelity Form” 








The Union Indemnity has created a 
combination “Individual and Schedule 
Fidelity Bond Form” which can be is- 
sued either for one or more employes. 
This form has been devised as a means 
for lessening the details in connection 
with the writing of fidelity honds. The 
term of the bond is indefinite. 

In announcing the new form W. K. 
Konig, superintendent of the fidelity 
and surety department, in the “Live 
Oak,” the publication of the Union In- 
demnity, says: “It will no longer be 
necessary for the agent to worry him- 
self, or his client, about renewal of the 
bond as heretofore. When once on your 
books it is going to stay there and 
your client can add new employes to 
it under the usual method by addition 
notice. 

“Another point: Very frequently an 
agent will sell a bond to a client to 
cover, say, his cashier (cashiers, poor 
beings, are usuallv elected first), and 
will f-el comfortable with that bond, 
thinking, if it is a small office, that 
the bookkeeper need not be covered as 
he is continually checked by the cash- 
ier and the client. Of course, you 
know that your client is making a ser- 
ious mistake in not covering all his 
employes simply because he wants to 
save a small premium, or because he 
has old and trusted employes. and you 
mentally make note to come back later 
and get them all. There is where our 
new form will help you, as all that is 
necessary is to issue a notice adding 
new employes to the bond. It will not 
be necessary for the client to be both- 
ered with new bonds to study or com- 
pare: all that is necessary is to attach 
cur addition notice to the bond and the 
transaction is complete.” 





INSURE BALTIMORE FIREMEN 

The Maryland Casualty is writing the 
accident policies on the firemen of Bal- 
timore (at $2.04 per man; 1,118 officers 
and men), and the United States F. & 
G. has the bond contract. 
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Material Reduction In 
Health Insurance Cost 


CONN. GENERAL’S NEW POLICIES 
Contract Provides Exclusion From 
Coverage of First Two Weeks 
of Disability 


Beginning January 1 
General Life 


policies, 


, the Connecticut 
is issuing two new health 
both excluding from their cov- 
erage the first two weeks of disability. 
By the 
riod a material reduction in the 
of health insurance 
Approximately 


introduction of this waiting pe- 
cost 
has been effected. 
forty per cent increase 
in the amount of weekly indemnity for 
all the more serious disabilities may 
be obtained at the same premium as has 
heretofore been charged where liability 
for the first two weeks was included. 

The company believes that the real 
purpose of health insurance is to pro- 
tect against the serious loss of time 
and money protracted illness causes 
and that it is economy all around for 
the publie to carry its own insurance 
against short disabilities. This is the 
principle underlying the latest form of 
disability protection issued by the com- 
pany in connection with its life insur- 
ance contracts. 

One of the new policies is issued to 
both men and women. It provides 
weekly indemnity while totally  dis- 
ubled and confined to the house and 
one-half weekly indemnity while not 
confined, indemnity beginning on the 
fifteenth day of disability and limited 
to fifty-two weeks. Operation fees ac- 
cording to the usual schedule are paid 
if disability lasts more than two weeks, 
and fifty per cent additional weekly 
indemnity is paid during hospital con- 
finement not including the first two 
weeks of disability, with a limit of 
twenty weeks. The premium for each 
five dollars of weekly indemnity is $5 
for men up to age 50, $7.50 for men over 
age 50, $7 for women up to age 50, 
$9.50 for women over age 50. 

The other form is issued only to men 
and provides weekly indemnity while 
totally disabled, regardless of house- 
confinement, income beginning on the 
fifteenth day of disability and limited 
to fifty-two weeks. Operation fees ac- 
cording to the usual schedule are paid 
if disability lasts more than two weeks, 
and fifty per cent additional weekly in- 
demnity. is paid during 
finement not including the first two 
weeks of disability, with a limit of 
twenty weeks. The premium for each 
five dollars of weekly indemnity is $6 
for men under age 50, and $9.50 for 
men over age 50. 2 

Both policies contain the 
torial and war 


usual terri- 
restrictions and cover 
only contracted during the 
policy term and for which the insured 
is treated by a licensed physician. 


sickness 


COMPENSATION CASE 

The Virginia Industrial Commission 
was scheduled to hold a hearing this 
week involving the question as to 
whether two cases growing out of a 
strike at the plant of the Atlantic Coast 
Shipping Company at Norfolk, Va., are 
compensable or not. The principal 
point at whether two. strike 
breakers. received injuries in the course 
of their employment when they were 
shot while on their way home after 
Working hours in a conveyance furnish 
ed by the company. One was fatally 


issue is 


imjured and the other received a wound 
in the knee which disabled him for 
some time. The Employers Liability is 


the insurance 
proceedings. 


carrier involved in the 


GOING WITH U. S. CASUALTY 

Richard H. Longmaid, of the Compen- 
sation Inspection Rating Board, on 
Mondav will become connected with 
the me'‘*opolitan office of the United 
States Casualty in the statistical de- 
partment. 


hospital con- 


“under T. D. 


Compensation Rating 
Board Ten Years Old 


SENIOR’S ANNUAL REPORT 
Division’s Suggestions as to 
How Its Correspondence Can Be 


Simplified 


Rating 


The Compensation Inspection Rating 
years old and in his an 


Man 


Board is ten 
nual report submitted January 10, 


ager Leon S. Senior said that the rat 
ing division in the course of the year 
determined rates on 24,040 risks. It 
examined 51,000 policies and endorse 
ments. 

After discussing experience and 
schedule rating as seen in the perspec: 
tive of twelve months, Mr. Senior 


draws attention to the following points 
by which the work of the 


sion can be 


rating divi 
simplified and 
correspondence avoided. 

1. The per 
dence, 


repeated 


capita 
farm and aircraft insurance are 
not subject to modification by experi 
ence; such charges represent the min 
imum for the respective operations. 

2. The payroll of incidental garage 
employees in enterprises not engaged 
in automobile dealing or operating pub 
lic garages must be Classified and rated 
on the basis of chauffeurs. 

3. The entire payroll of automoh le 
dealers must be rated under classifica 
tion 8880 without division even though 
the enterprise is conducted from sev 
eral locations. 

4. Hospital allowances are not per 
missible in connection with policies 
that eliminate the liability for statutory 
medical aid. 

5. Watchmen in connection 
mercantile manufacturing 
be assigned to the 
tion of the risk. 

6. The payroll of chauffeurs and driv 
ers who are partly engaged in solicit- 
ing and collecting is not divisible and 
no part of it may be assigned to class- 
ification &742 “Salesmen, etc.” 


JOINS N. Y. 


charges for resi 


with 
plants musi 
governing Classifica 


INDEMNITY 


R. D. Taylor Becomes Assistant Man- 
ager of Surety Bonding Depart- 
ment Under Vice-Pres. T. D. Brown 
R. D. Taylor has been made assist 

ant manager of the surety bonding de 
partment of the New York Indemnity 

Brown, vice-president of 
the New York Indemnity and the Na 
tional Surety. 

Mr. Taylor was for a vear manager 
of the bond department of W. lL. Per- 
rin & Son, which position he left to 
join the forees of the New York Indem 
nity. He commenced his insurance car 
eer in 1920 with the National Surety 
as supervising special agent, being 


brought to the National Surety by John 
A, Cochran, vice-president, under 
whom Mr. Taylor was assistant man- 


ager of the New York office of the Meas- 
uregraph Co., of St. Louis. Mr. Coch 
ren was manager of that office at that 
time. 


INDEPENDENCE CONVENTION 





Representatives From Twenty-two 
States Attend First Big Agency 
Gathering At Home Office 


The first gathering of the agents of 
the Independence Indemnity was held 
in Philadelphia this week lasting two 
days and being represented by men 
from twenty-two states. President Hol- 
land reported the 1923 premium income 
as more than $2,700,000, of which 23.3% 
was fidelity and surety. The inspec- 
tion department of the company made 
more than 40,000 safety recommenda- 
tions to policyholders. 

The new building of the company on 
Independence Square will accord archi- 
tecturally with the historic Independ- 
ence Hall, 


WILL HAVE EIGHT-STORY BLDG. 





Independence Indemnity Buys Property 
At Corner of Walnut and Fifth 
Streets, Philadelphia 


The Independence Indemnity has ac- 
quired ownership of the site at the 
Walnut and Fifth 
Philadelphia, on which it 
will erect an home 
building. The demolition of the exist- 
ing improvements is underway. 


south-east corner of 
streets in 


eight-story office 


The new structure will cover a_ plot 
having 120 feet frontage on Walnut 


street and 200 feet 
street. The total sum invested will be 
about $1,500,000. The contract for the 
erection of the new building has not 
yet been awarded. 

The Pennsylvania company recently 
took title from the former owners of 
the properties 428, 430 and 432 Walnut 
street and 221 South Fifth street and 
reconveyed the premises to the Indem- 
nity Realty Company, a real estate 
holding company for the Independence 
Indemnity Company. 


frontage on Fifth 


FITZGERALD BILL UP AGAIN 

The Fitzgerald monopolistic state 
fund compensation insurance measure 
for the District of Columbia has been 
introduced into Congress again and is 


now before the Committee on the Dis- 
trict of Columbia. It will be recalled 
that this measure was defeated last 


year in Congress after a hard battle. 
A hearing on the measure was sched- 
uled to have been held yesterday. 
F. Robertson Jones, of the Workmen’s 
Compensation Publicity Bureau, is in 


Washington now on the bill. While 
the elimination of stock companies 


from the compensation field in the Dis- 
trict of Columbia would not be serious 
in itself the passage of a bill through 
Congress for that district would be a 
strong weapon in the hands of those 
seeking monopolistic state fund insur- 
ance in the individual states. It 48 
most likely that the Fitzgerald bill will 
never pass both houses of Congress and 
be signed by the President. 

The Berghaus Agency has been incor- 
porated in New York City with a cap- 
ital of $25,000. It will conduct a gener- 
al insurance business. 
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BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 


» %. Fidelity and Surety Bonds, Liability Workmen’s 
.a/:' Compensation, Automobile, Accident, Health, 
Burglary and Plate Glas INSURANCE 


APPRECIATE THE CO-OPERATION OF THE———— 


Masssthentits Bonding and Insurance Company 





T. J. FALVEY, President 
Write For Territory 
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Cash Capital $1,500,000.00 





FIDELITY and SURETY 
BONDS 





Accident, Health, Burglary, Automobile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 


Executive Offices 


830-836 Union St., 
New Orleans 


Great Eastern Dept. 
100 Maiden Lane 
New York 











WANTED TO PURCHASE |! 
The advertiser will purchase or 
place burglary, surety and fidelity 
lines of insurance from retiring 
brokers, agents or others. 
Address B. F. S. 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 




















ASSETS OF $31,319,882 





Maryland Casualty’s Premiums Last 
Year Were $23,296,000; Increase 
of $1,785,484 over 1922 


The Maryland Casualty wound up the 
vear with $31,319,882 assets and $6,- 
032,488 surplus. Its total premium vol- 
ume for the year was $23,296,000. 

President Burns, of the Maryland 
Casuelty, in his annual report says in 
part: 

“Our net income from investments 
was $1,247,474.13, out of which we have 
paid in dividends $899,922.38, leaving 
$347,551.75 to be credited against the 
underwriting debit, making a credit bal- 
ance of $238,638.96 as the result of our 
transactions tor the year, after paying 
dividends. 

“Our securities, valued at market val- 
ues as of December 31, produced a de 
preciation of $21,881.61. Last year 
there was an appreciation of $875,112 
13. 

“Our net premiums were $1,785,484.- 
68 more than last year, requiring an in- 
crease in our premium reserve of $729,- 
924.81. The net difference between the 
credits and debits for the suspense ac- 
count is a credit of $43,488.38.’ 





BECOMES VICE.PRESIDENT 

The General Casualty & Surety, of 
Detroit, has promoted H. F. Burns, in 
charge of the liability and compensa- 
tion lines, as vice-president of these 
departments. Mr. Burns was an insur- 
ance adviser for a number of Eastern 
industrial corporations before joining 
the forces of the General, prior to 
which time he was manager of inspec- 
tions and underwriting for the Amer- 
ican Mutual Liability. He commenced 
his insurance career with the Maryland 
Casualty. 

The Missouri State Life’s agency 
club meets in Havana in 1925. 





COMPULSORY AUTO BILL 
Members of the Maryland legislature 
from Baltimore have endorsed the move 
of the Automobile Club of Maryland 
to have all motorists carry liability in- 
surance for the protection of them- 


selves and injured persons. It is very 
possible that a compulsory liability law 
will be passed in the current session. 
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W. L. Mooney, vice-president of the 
Aetna, told me this one. We were dis- 
cussing the age old question of sales- 
manship and he said: 

“T once hired a chap to sell accident 
insurance. He was a big and hand- 
some chap, possessed what is known 
as personality plus, was a work- 
er and came well recommended ag a 
salesman. What else could anybody 
ask for? 

“Well, I started him out but he didn’t 
sell a thing. He called on a lot of 
people, worked like a beaver in fact 
and the weeks drifted along, but results 
so far as he was concerned were zero. 

“So at last one day I called him into 
my office and frankly asked him what 
was the real trouble and this is what 
he said: 

“‘*Mr. Mooney, I’ve worked hard and 
I can’t understand my failure, unless 
it’s due to this: When I get into a 
man’s office I’m sunk—I’m scared.’ 

“ ‘Well, that’s funny,’ I replied, ‘you’re 
as big and strong as Jack Dempsey, you 
could pick up the ordinary sort of man 
and break him in two across your knee. 
Do you mean to tell me you're afraid 
of your own species?’ 

“The chap laughed. ‘I don’t know as 
I’m really afraid,’ he replied, ‘but I 
don’t know how to tackle him, he seems 
strange, like something you might see 
on the bottom of the ocean from a sub- 
marine window. If I only could have 
a chance to size him up first and make 
up my mind about him—if I could look 
him over say through the keyhole first, 
I think I’d be all right.’ 





“That struck me as singular, but I 
knew how the cuss felt, so I said, ‘Now 
you run along and sell some insurance. 
You can do it, and if you must look ’em 
over first why there’s nothing to pre- 
vent you in most cases, all the office 
window shades aren’t always pulled 
down in this town.’ 

“He got me all right and fled and this 
is what finally happened: 

“The boy (for that’s all he really 
was) walked down the first street he 
came to and noticed a chap sitting in 
a hardware store at a desk near the 
window. It seems the fellow had on 
an old straw hat, although it was win- 
ter time. You know how eccentric 
some men are about such things, and, 


well, let’s call him Sam—Sam_ stood 
outside and watched him work for a 


while and then feeling acquainted, so 
to speak, he went in and started his 
sales campaign. 

“Of course, I didn’t know about this 
until long afterwards, but the point is, 
Sam sold him and after that he became 
a wizard. But he just never could sell 
anybody unless he first had a chance to 
size him up. Queer old world; isn’t it?” 

What’s the psychology? I don’t 
know, except that a lot of folks are 
terribly afraid of their own species and 
would evidently rather grab a rifle and 
go into the jungle to shoot tigers than 
to open the door of a stranger’s pri- 
vate office and start in on a friendly 
sort of a conversation. 

Yes, as my friend “Bill” 


Mooney 
said, “It’s a funny old world.” 


Devises Method To 
Check Embezzlement 


USE OF 





PERSONAL 


George B. Kiely, Large Producer for 
National Surety, Tells How He 
Makes Many Sales 


SERVICE 





As means of checking embezzlements 
by managers of stores, principally chain 
stores, and holding them 
ponsible in case of fraud, George B. 
Kiely, of the fraud bond department 
of the National Surety has devised an 
affidavit to be signed by store manag- 
ers which places the responsibility for 
goods received during a given period 
up to the manager himself. 

In order to avoid the responsibility 
the manager after signing the affidavit 
would either have to pay for goods 
missing or become automatically guilty 
of embezzlement or larceny. In case 
of a loss, and if the payment for same 
is not made or returned, the store 
owners therefore. have enough physical 
evidence in their possession to swear 
out a warrant. The insurance compa 
ny would then pay an embezzlement 
or larceny claim on such evidence. 

The affidavit follows: 

“T hereby certify that I have care- 
fully checked the statement of mer- 
chandise received from the home office 
of this company, and that the items 
thereon are correct, with the exception 
of ‘thege listed below. 

‘T also hereby certify that attached 
statement included all merchandise re- 
ceived at this store during period cov- 
ered by said statement, with exception 
of the items hereunder listed.” 

Mr. Kiely, the originator of this idea 
has only been in the fraud bond field 
a short time. For the first four weeks 
as a fraud bond salesman he produced 


legally res- 


a remarkable amount of business. Mr. 
Kiely came with the National Surety 
last June, starting in Newark selling 
residence burglary insurance. Prior 
to this time he was engaged in private 
criminal investigation work in which 
he had been since the beginning of the 
war. 
Track Champion 


In 1914 he showed his athletic qual 
ities by winning the one mile Junior 
National Championship. In 1915 he ad- 
ded the cross country championship of 
the United States to his kit bag. Be- 
tween 1910 and 1917 he won 193 track 
trophies in long distance events both 
in the United States and Canada. He 
believes in putting sportsmanship in 
selling and competition and winning 
on selling points. 

In August, 1923, having shown such 
splendid success in selling burglary 
insurance, he was promoted to the com- 
pany’s home office. He did a door-to 
door sale of burglary insurance while 
in Newark. When the tenants were 
out he investigated ways of obtaining 
entrance to the premises and then 
would write a letter to the absentee 
criticising him for his carelessness. Be- 
sides this he operated with the police 
department and cases that did not get 
into headlines were used for what he 
called “shocks.” 

Early in October the fraud bond in- 
terested him and he decided to sell 
this. He investigated merchant's troub- 
les and then used current happenings 
to bring home to them the need for pro- 
tection by giving personal service. He 
uses the following argument to sell 
fraud bonds to organizations: “The con- 


*tinuance of success in the business of 


the average merchant lies in possessing 
some means of protecting against loss.” 
And then he goes on to tell them of 
the protection. 

Mr. Kiely makes a specialty of an- 
alyzing chain store system problems in 


connection with inventory losses from 
dishones employes. 








WII IER. 
ATLAIRIDES 


ARYLAND CASUALTY policies and 
bonds are good all the year, furnishing 





protection, day and night, summer and win- 
ter. But the snow, ice and rains of winter 


furnish additional reasons for insurance 
protection. 
Automobile accidents increase through 


skidding on slippery streets. Falling ice and 
snow and slippery pavements make Public 
Liability Insurance covering business and 
residence property a greater necessity than 
ever. 


Freezing often plays havoc with sprink- 
ling and plumbing systems. Interior damage 
to buildings and furnishings, caused largely 
by leaky roofs, frequently results from 
winter rains. 


Burglars become more active. Cold 
weather makes plate glass windows more 


susceptible to breakage. Ice and snow in- 











crease the ever present hazard of injuries to | 


yourself from falls. 


These and many other hazards make Acci- | 
Plate 
Leakage 
Water Damage Insurance éspecially desira- 


dent, 
Public 


Automobile, 
Liability, 


Burglary, 
Sprinkler 


ble at this season of the year. 


The Maryland Casually Company writes 
these forms and_ practically all 
Casualty Insurance and Surety Bonds. 


Maryland Casualty Company 


CASUALTY INSURANCE 


BALTIMORE 





SURETY BONDS 








Glass, 
and 


lines. of 
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